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N the ten year period, 1914-1924, The Franklin 

more than trebled its insurance in force. During 
the same period the Company’s staff of Field Men 
has been less than doubled. The business written 
per man has been steadily increasing. 


The Franklin Representative in the Field is that 
type of business man who is satisfied with nothing 
less than the best. The Insurance which he offers 
to his public is sound, adaptable to every life in- 
surance need, and issued at rates that are low. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield, Illinois 


$155,000,000.00 INSURANCE IN FORCE 


Organized 1884 








Two Reasons Why the Life Underwriter 
Must be a Trained Expert 


Exghth Paper 


Thus far it is merely by courtesy that the average life insurance solicitor is 
described as a professional man. But it should be the ambition of every conscien- 
tious life underwriter to make his calling a genuine profession. 


Everyone knows that in the early days it was not believed to be essential for 
the agent to secure an insurance education. He was regarded as a salesman and 
nothing more. He was told that his duties were not that of an actuary, and often 
heard it said that many a good agent had been spoiled by too much education. 


This misconception was due to the fact that people were ignorant of the olject of 


this training. They were right in concluding that the man who unloaded his 
learning on the public would fail. And they overlooked the very important fact 
that this education was for the very purpose of protecting the public against 
any such infliction. 


If your life depended on an immediate operation you would select a surgeon 
of reputation and skill. But what would you think of him if, instead of perform- 
ing the operation, he displayed all his instruments, explained their uses, and 
delivered a long and technical lecture on anatomy and surgery? 


Now, the agent’s position is precisely like that of the surgeon. His education 
not only gives him skill, but enables him to protect his clients against the toil and 
annoyance of delving into actuarial abstractions. 


The highly trained agent can say, “‘I have investigated this subject. Life in- 
surance rests on foundations as steadfast as the everlasting hills. Nothing is more 
secure. You know the high reputation of the company I represent. Confide in 
me. Keveal your financial needs, and I will do the rest.”’ 


There is another reason why the agent should have a thorough training. If 


he is ignorant he will lack confidence in himself. If he is an expert he will be so 
sure of himself that he will speak with authority. His appeals will be so con- 
vincing that his advice will be followed, and he will prosper. 


‘‘A little learning is a dangerous thing,’’ but the emphasis here is on the 
word little. ‘‘Knowledge is power,’’ and increases the confidence of the man 
who posesses it. Hence it is that it should be the ambition of the modern agent 
to make his calling a genuine profession. To gain power he must gather knowl- 
edge. To achieve conspicuous and permanent success he must become a trained 
expert. 
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HAD BIG ATTENDANCE 
AT INITIAL MEETING 


Life Office Management Associa- 
tion Is Formed With 90 
Companies Present 


MEAD IS FIRST PRESIDENT 


Strong Interest Manifest in Purposes of 
New Organization Started at 
Fort Wayne 


OFFICERS ELECTED 


President, Franklin B. Mead, Lincoln 
National. 

Vice-President, Charles J. Diman, John 
Hancock, 


Secretary, F. L. Rowland, Lincoln Na- 





Treasurer, J. ©. Ashton, Provident 
Mutual, 

Directors, Perey ©. H. Papps, Mutual 
Benefit, and Dr. Henry Wireman Cook, 
Northwestern National, two-year terms; 
H. PF. Leake, Jefferson Standard, and J. 


G. Parker, 
year terms. 


Imperial of Toronto, one- 





FRANKLIN B. 


Life Office 
Association 


MEAD 


President Management 


Ninety companies—the largest num 
evel represented at the nitial meet 
£c of an organization—had trom one 
tour delegates present at the confer 
e at the Lincoln National Life home 
ce in Fort Wayne, Ind., last week, 
ere the Life Office Management As 
lation was tormed \ permanent o1 
mzation was eftiected on a company 
sis hose represented at the itial 
eeting will be charter members, pro 
led they notify the secretary within 
' days of their desire to join. Others 


ll be welcomed on the usual applica- 
for membership. Dues are $25 a 


(CONTINUED ON PAGE 10) 
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HE care of the Lincoln National for 
the visitors to the Life Office Man- 
agement Association was both un- 
obtrusive and thoughtful to the last de- 
tail. The entertainment provided was 
an informal dinner at the Fort Wayne 
Country Club. President Arthur F 
Hall was toastmaster and Benjamin 
Wister Morris, architect of the home of- 


fice buildings of the Lincoln National, 
the Phoenix Mutual and several othe 
insurance companies, was the only 


dinner followed, 
a couple of skits put on by 


speaker. The was 


however, by 


Lincoln Life talent. The first was “A 
Life Insurance Office Committee in Ac 
tion.” As probably every one present 
had “sat in” at similar conferences, it 


brought down 


the house The second 
was a takeoff on the new association it 
t, “We Hire Scientitically rhe per- 





petrators had the help ot the medical de 
partment and the tests imposed on the 
candidate for a job had point enough to 
make a screaming Phe “hiroprac 
tor” in test tollowed the technic of 
the ordinary medical examination of life 


insurance applicants 


larce 
his 


Served Noonday Luncheons 


The noon luncheon each day was 
served in the company’s dining room on 
the third floor of its beautiful home of 
building Chere were no formali 
ties and no speeches at the lunch 
The great attendance ran far beyond the 
highest expectations, but all were 
for promptly. 

On the first day the 
followed by an inspection of 
ing, and particularly of the 
methods and mechanical aids 
itors were taken through in groups by 
men able to explain the operations. This 
aroused great interest and on both days 
many of the less common devices were 
surrounded by visitors whenever the gen 
eral or sectional i permitted 
Hotel and railroad reservations were 
Stenogra 

different 
registra- 


pres 


hee 


eons 
cared 
luncheon was 
the build 


up-to date 
rhe vis- 


sessions 


tor 


soon as 


phers were provided the 
meetings, and as the 
tion was completed, lists of those 


were available. 
* > > 


MEAD GIVES OTHERS CREDIT 


Franklin B. Mead, with his customary 


modesty, tried to escape the presidency 


by alleging that the chief credit for th« 
organization was due to someone else 
Of course, neither the nominating com 
mittee nor any of the members would 
consider anv other name for the honor 
\ll knew the great success of the ini 
tial meeting, with its large attendance, 
was the result ot his efforts Besides, 
Mr Mead is not only n able actuar 


who has had much to do with moderniz 





ng life insurance policies so they serve 

the needs of the public, but as secretary 

the Line National Life he 1s 

‘ P responsible for the leading posi 

t of that company in improved office 
TNC . 

¢ ® 
“BY RETURN MAIL" 

I return mail means t 1 st co 

le the mailing « swer on the 

same dav that a letter is received. Ts 

the Penn Mutual it means “by next 

trail One-hour service is given on 


That is. the policy is 


some applications 
on its way to the post office within an 


PHOTOSTATS OF THE OFFICE ASSOCIATION 


hour of the time the application was 
taken from its envelope in the incoming 


mail 


This is accomplished by a study oft 
mail train schedules and the sorting ot 
applications so that those are handled 


first on which the policies can catch the 
earliest trains, and on which early mail 
ing will make a difference in time of de 
livery Chere are many cities where the 
usual mailing at close ot business means 


delivery the second day, while earlier 
mailing will mean delivery within one 
dav 

[The tirst mailing goes out at 10 


policies on 


Yclock and carries applica 


tions that were taken out of their envel 
opes t 9 o'clock Another mail leaves 
the offices it 12 o'clock and so n 
through the day 

. > » 


SOME STRONG DELEGATIONS 


Nine ¢ panies from New England 
and eight trom Canada made the best 
sectional showings, considering the dis 
tance Illinois led in actual umber 
with elever Indiana sent eight, while 
Pennsylvania and Ohio tied with sever 
each Che most distant company repre 
sented was the Great Republic of Los 
Angele s 


DIFFERENCES ARE ILLUSTRATED 


association 


held tor the 
Fort Wayne 
widely varving 
companies 
more work than 
some keep rec 


mere 


meeting 15S 
prac 
some 


ganized at the 

l d in the 
the ditferent 
much 


tices ot 
companies do 
others find necessary 

that others deem 
duplication. One company, 
methods, may have a much 


useless or 
by improved 


smaller 


ords 


clerical payroll than another that keeps 
about the same records A company 
with a light clerical expense may 
achieve that result by going too far, as 
some think, in eliminating records 


An interesting along this 
line was made in conversation in a group 
sessions. One company, with 
force and $11,000,000 last 


business, has 25 clerks at 


comparison 


between 
$50,000,000 in 


vear in new 
the home office. Another company, with 
$150,000,000 in force and about $25,000 
000 of new business, has 175 clerks 
Thus the second company, only three 
times the volume, has seven times as 
manv clerks as the first 

> > > 

CLASSIFIED THE RECORDS 


agrec 
+} 


While there might be general 
ment on what records are 


opinion on 


essential, there 
' 


are ditterences ot what are 





desirable The Provident Mutual ap 
pointed a committee of employes to re 
vise its office practices ind the commit 
tee approached its work in a way tha 
might well be followed in other othces 
The committee, in a thorough study 
classified the record unde three heads, 
s follows: First, those that are essen 
tial: second, those that are valuable but 
not indispensable; and third, those that 
vere necessary or duplicates me 
‘ rec rd 
turally the rst required great 
study The seco d also got1 iuch 
attention from the standpoint of meth 
ods The differences among companies 


regarding the second class account tor 


differences between compa 
wo) 


many ot the 


(CONTINUED ON PAGE 


CENTRAL QUESTION IS 
OPENED BY P. C.H. PAPPS 


Mutual Benefit Life’s Mathemati- 
cian Reads Paper on “Essen- 
tial Office Records” 


METHODS ARE DESCRIBED 


New Life Office Management Associa- 
tion Hears Discussion on Problem 
to Be Solved First 


work to be 


<a aon 
v the ew Lite Offi Management 
Association, organized at Fort Waynm 
last week, may be found in the topic 
ened n the ipe or Percy C H 
Papps, mathematician of the Mutual 
Benefit Life His was “Esse 
il Othee Record 


occupation 


the home office outsid the selling ck 

rtment, is making records on consult 
ng them Obviously the first logical 
point is, wha recor shall be kept 
ihe practice of companies varies ama 
nely Some hav too many record 
while others lack what are more usuall 
rewarded as essentia 

Not all companies will agree with the 
Mutual Benefit’s practice, but methods 


and 


central problem 


and machines, practice personne! 
are all secondary to the 


discussed by Mr. Papps 


Division of Werk Varies 


Hlis paper was as follows 
In studying questions relating to the 


home othces ot lite insurance companies 
we tind very considerable differences 
Duties assigned to the actuarial depart 


ment ol may be handle 

the secretary's department of another 
In one company a large department ma) 
combine the responsibilities of several 
departments of another company and it 
is not true that the larger companies will 
have the most departments 
these facts, it has 
my remarks to the esser 
company must hav 
y* licyholders 
upon the 
into de 


one company 


nece ssarily 
Recognizing seeme: 


wise to conhne 


tial records which a 
in dealing with its 
| shall touch only incidentally 


organization of the home ofhce 


an 


partments 


Lecating the HRecords 


‘Wher we hear trom 


i policyholder 


we may know nothing but his name 
We may know |! policy number. We 
must be abl theretiore, to locate all 
our thee record ( il alphabetical il 
ex and a numerical index Il imagine 
it is a pretty general practice to have at 
i abetical index which includes the 





B. cards, cards showing the con 
ol lers, and possibly cards 





whose aj 
plications for insurance have been de 
| At any rate, it is essential that 
alphabetic al list fron 


Ose 


imes of tl 


which the numbers may be obtained 

“It is probable that the renewal cards 
of each compat will be in order olf 
agency no matter how they may be 
subdivided lt this is the case mt is 








2 


necessary to have either an alphabetical 

or numerical index showing how the par- 

ticular renewal card may be located. 
Some Form of Numerical Index 


“The advantages of the numerical in- 
dex are such that it may be assumed 
that every company will have some form 
of numerical index which shows for each 
policy the agency and any other in- 
formation necessary to locate the re- 
newal card. This particular numerical 
index may be considered, therefore, as 
essential. Since application papers are 
invariably kept in numerical order we 
have in the application files a numerical 
index, provided the papers are not out 
of file. In the company with which I 
am connected, our application papers are 
used a great deal. The old form of 
documentary files was continued until 
about five years ago. During recent 
years we have made use of the flat-filing 
system. All such records as changes of 
plan, age, amount, etc., are endorsed on 
the back of the documentary file or on 
the policy data sheet under our flat-filing 
system. 

Some Records Eliminated 


“We have no master cards, so-called, 
© any policy register cards. After much 
opposition we were able to do away with 
our policy register cards ten or so years 
ago. We had in mind that the numerical 
index to our renewal cards was an es- 
sential record. This small card showed 
the plan, the age, the agency, the month, 
and the mode of payment. We added to 


that card provision for recording the 
+ : , 

date and mode of termination. From 
this merical index card, which is not 





removed from the files, we find the re- 
newal card if the policy is in force. or 
we can find the ceased renewal card 

















the ae 
ne pohcy is terminated It the re 
newal card is lost or out of file we can 
locate the valuation or dividend card in 
sur mathematical department. We have 
] } ' 
id Oo reason whatever to regret the 
giving up of the policy register cards 
Individual Valuation Card 
“In any company, an individual \ 
P } ! v e9% j 
i card will be required. It is con 
enient to have the ird punched for 
rting. In our office we formerly used 
he Pierce system der which the i: 
rmation was typed and the card 
unched at one oper: tion W hen the 
a lating macl € co! y bought out 
as . i : 
Ml we wert ced to adopt the 
H rith card ect tates o 
, g the data » se te perat 
W he the new isiness f the vear 
rted 1 the ¢ j rr ta the « 
, 
r Val tio i S the livic i 
it ‘ r S| ‘ / rT - 
1 
1 « er ! f ibsi . 
e + | | A 
ri iq ex vy fe ! Y ce Y 
t n rece ¢ { t 1. Dp ‘ 
‘ v 1 val r + l 
4 ‘ r ¢ a t t ‘ f re 
» the ter the nose 
1 the e ter f { 
re kept in numer al rder 
Kecord of Applicants 
While » ; quite desirable + ‘ ee 
re , ‘ le tf 
¢ the r ¢ e } le 
adie , | 
; 
‘ ‘ 
‘ 
¢ + ‘ ent ] ¢ ‘ eee tt u 
; ‘ re ‘ 
¢ ? ‘ 
‘ era! 
¢ ‘ ‘ ‘ ‘ 
the ‘ r ‘ 
‘ r P e de 
‘ 
Necessary Copies 
‘ ‘ er eve ‘ thie 
, ‘ re 
‘ ‘ ‘ 1 de r ‘ | ‘ 
‘ e re ‘ { . 
‘ tr , r ’ ‘ ‘ f 
ear ce rtrnent rest le for 
Paige , " 44 ’ p ‘ 
ed 4 ny the ] cat heet 
r wi the ft tte the 
w 1 re de r? ent ¢ er trip 
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GIVE FULLY TO RECEIVE ABUNDANTLY, | 
| | CLEGG’S MESSAGE TO LIFE UNDERWRITERS 


MESSAGE really addressed to 

life underwriters generally, 
although delivered at a meeting 

of representatives of his own company 
was given by John William Clegg of 
Philadelphia, president of the National 
Association of Life Underwriters, in ad- 
dressing the mid western regional meet- 
ing of the Penn Mutual at French Lick 
Springs. In that talk, Mr. Clegg said: 
“The National Association of Life 
Underwriters is about half the age of 
our oldest companies, the membership is 
now approximately 15,000 while it is 
estimated that there are 40,000 full-time 
underwriters and about 150,000 who are 
supplying the companies with business 


_ Potent Factor in Raising Standard _ 


“The association has been the most 
potent factor in raising the standard of 
life underwriting and the creation of a 
cooperative spirit which has been most 
helpful in attracting women and men of 
character and ability, so that today the 
personnel of our full-time underwriters 
stands high if not higher than a 
similar group in any other line of human 
endeavor. 

“Whether we individually have taken 
an active part in our local and national 
movements, we owe much to those who 


as 


have given freely of their time and 
money in helping to develop the associa- 
tion to attain its present strength and 
potency. 
Think Concretely of Its Work 
Let us not think abstractly of our as 





sociation but let us think concretely. 
The association is merely the sumtotal 
of the intelligent activity of our indi 
vidual members Think for a moment 
how strong we would be if each one 
would do his or her bit. even if this 
could only be membership in our local 
association and a sympathetic attitude 
toward those who are trying to develop 
our association constructively 
“If we were to pay local dues $100 
innually we could not rey those 
throug wi mm Wwe I ive received much 
directly and indirectly Those who do 
t feel that way just do not know how 
thev have benefited by the work 
of their fellow underwriters who have 
the | of our association work 
! eheve there s much to do in the 
i i fit 
oot « i. 
they 
WW 
' the t il 
‘ ‘ 
ginal poli 
‘ ew ) ness department it 1s ent 
e mathematical department and 
t the dividual dividend card 
The data obtained from the 
yd heet + ¢ me nlace or 
‘ ind d dend « The 
, + the nunched 1} le 
‘ r qt ‘ Tn | ‘ 
‘ te i ‘ } t 
‘ ? t ‘ t ti t ; ‘ KC Tlld 
‘ ale the hi dat heet 
e ¢ wht t carbor 





Rovkkeeping With Polleyhotders 
‘ ‘ , 
’ ‘ ‘ t ‘ 
| ‘ ‘ 
‘ ' | 
( t t , 
‘ rr le an | 4 
, ] 

‘ ‘ ‘ | ’ 
: rite ‘ ‘ 1 «¢ ’ ret Cece | 
collect nd de + 1 

' 
eneral agency « ranch of 
‘ } it a ! 
er ‘ ' the rddre ovr 
the rer ece 1 ire 





further development of life insurance in 
all of its phases but nothing construc- 
tive can be accomplished unless we are 
willing to pay a price. Who pays the 
biggest price, he who succeeds through 


continuous work and study or he who 
fails by loafing on the job? Our future 
is in our own making if we will just 
awaken to the possibilities of our indi- 
vidual and collective efforts, but we can 
accomplish little by observation only. 
We must give freely if we are to re- 
ceive abundantly and this is the spirit 


which is actuating those who are truly 


interested in the good the National as- 
sociation is doing. 
Power of Personality 
“Do you realize the power of you 


personality, and how effective you may 
become by cooperating with those who 


are endeavoring to serve their fellow- 
men as you are? If we each one con- 
nected with the Penn Mutual—trustees, 


officials, general agents, underwriters and 
clerks—would constantly endeavor to 
improve ourselves, how much happier 
and prosperous we would be in trying to 
accomplish those things which are best 
for our fellowmen through the service 


our company offers, part of which de- 
pends upon our intelligent activities 
Render Superior Service 

“Ii we as field representatives would 
continually aim to perfect ourselves in 
our work of underwriting the economic 
value of our ftellowmen, how much 
easier it would be for President Law 


and his fellow-officials and would we not 


receive our just compensation in the 
contemplation that we rendered service 
to which there was none superior? 


Volume toe Follow Training 


The vice president or one ot our 
largest New York companies informs me 
that in the future it is going to disregard 


and devote all its energy 


volume entirely 





and effort toward the training and edu 
cation of the field force Volume will 
be the logical sequence of knowledge 
nd training. 

“Let us each one work and study. co 
operating with our fellow underwriters 
through our local and natio1 associa 
tions that we may render to our fellow 
nen ser ( the hichest character.” 

I ( ne V ich 1s 
bers only List 
nl home office 
genet ] agent 1s 
pts in his hands 
( t ot cash 
, nth at 
t be ce 
All on One Card 
] yt muy licy le in i d 
terest nd dividend ill n the re 

‘ l care it thu ile to show 

ou pret ut rece t ull account 

each polie Icle | quite cus 
" t i ‘ ete daily reports 
‘ encral em Our 

‘ il ‘ el ( na report 

Vv ] ! eT i the amount 

cash colle ed Phe report ilso show 

i j ‘ com o that the 
' ' ‘ j edit iket i 
‘ te WV hve re t reache 

‘ } " ot ‘ the re t i ( ird cf re 

! eo each item taken tron the 

‘ dit ctior ed ‘ [he 

’ | the « the balance 
, pre spicy divide 
e listed on the back of the report 
dd mach ‘ I} KREC] ne | 
ewal card ud a d mpard ef 
t ! the ce t mothe hand ol | 
veneral agent at an tire re ¢ il i 
tained Undoubted] thre mopliti 
t of the daily report ha relieved out 
ener il iver ‘ mucl l f 
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believe that it has also simplified the 
work in the home office as we are saved 


the numerous auditing letters whicl 
went out under the old system. 
Ingenious Saving in Work 

‘In May, 1911, I presented to the 

Actuarial Society a paper describing the 


manner in which we handled correspond 


ence relating to loans, surrender values 
and extended insurances. The plan 
been in continuous use 1n our ofhce and 


h 


las 








has been of great saving, not only 

time, but in paper and filing space 
Neverthel l am not aware that this 
plan has been adopted by any othe: 
office. We have in each general agency 
a set of cards showing numbered para 


eraphs and clauses identified by capi 
tal letters These contain 
amounts l which 


and 


spaces 


dates are identifi 


by small letters. A 4 by 6 slip showing 
the policy number, name, agency and 
date is sent in by the general agent an 
on it he indicates by a check mark the 
information desired. The computations 


re made in the mathematical depart 
ment and on the department calculati 

card are entered the paragraphs and 
clauses to be used in writing the policy 
holder. These are also entered on the 
received from the 
This slip also contains spaces identihe 
s, and the correct amounts 


slip general agent 
by small letter 1 ; 
and dates are entered on this slip, whi 
is then returned to the general agent 
two Letters and Carbons Saved 


1e typist in the ger 
eral agency writes the letter to the pol 
icvholder, adding any individual para 
graph which the general agent may de 
sit Under this system the general 
agent writes us no letter and has no car 
bon of the letter to file. The home office 
\ letter to the general agent 
It has no letter from the general agent 
carbon oi reply to be filed. Twe 
and the corresponding carbons 
s well as the filing space nec 


“From this slip tl 


rites no 


or 
letters 


are saved 


at 
essary, and the time required for filling 
he slip which leaves the general agent 
and returns to him is of thin paper 
vhich 1 v be filed with the record cart 


relating to the particular policy. 


One Register of Doubtful Use 


‘In 


our mathematical department we 


have a set of so-called valuation regis 
ters, where new policies are entered 1 
valuation order These books show 
merely the policy numbers and _ the 
amounts, according to plan and age 


terminations and 


at entry Changes, 
restorations are recorded in these valua 
tion registers. If for any reason the 


aut : scard 
individual and the summary card records 


tt balance, it is possible to go t 


0 rh 

the valuation registers and obtain 

group of policies by plan and age 
luation registers might, there 


These val 


re, be of great value. As a matter oO! 


fact. in our office we have not had t 
efer to them for any such purpose tor 
+ number* of years. We have beet 
orely tempted to abandon them as at 
unessential record. 


Agcaninst Duplication 


“Inasmuch as I had very few dé 
notice that | was to appear on the pri 


Guard 


iv> 


gram, it h been impossible to im 
idequately cover my subject How 
ever. | am not sure that it would be 
profitable to cover this ibiect mm mor 
pl 
this er eneral w Nothing 
submitted hiceatior The cards ime 
printed in sl vith a small blank piece 
eard-l ra it the bottom ot ¢ 
t | make it poss ile to t t 
the name lowed by the christia 
inii¢ trie ‘ hottom ¢ each ¢ 
ihe tirst lette the irname its lway 
in a cle nated position When the a 
pleati reach the hor office tl cat 
immediatel laced in the vi le ! 
‘ le, the name onl howing l 
l card serve ill the purpose ol tive 
u wrsone ppl ittom registct ! 
vhen the policy ts ued the card 
beet tid about many records which are 
essential in other departments ot a tite 
surance company’ home othece, su ! 
the finance, claims, agency, purcl 
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October 2, 192 


TRUST COMPANY’S LIFE 
INSURANCE WORK TOLD 


GUESTS TO BE ENTERTAINED 





John B. Reynolds of Detroit Ad- | 


| Many Features Will Be Provided for 
dresses Indianapolis Life | 


the American Life Members at 


Underwriters New Orleans 


ORLEANS, LA., 


BUILT UP OWN BUSINESS 





| 
| Preparations are now being made fot 
aed | the entertainment of the members ot the 
7 ; | American Life Convention and the vis 
Publicity Given to Insurance Advantag- nen fame ot the time dhe esme stion 
eous to Trust Company and Life | meets in this cit 
Companies as Well |, 2he opening will be fired by the 
} Legal Sectiol ual meeting ¢ 
a ling on Oct. 1 \ number ot me 
rs, how r l irranged t ve 


NDIANAPOLIS, IND., Oct. 1.— | ers, however, have arranges 
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How e Union Trust Company of De }1 Oct. 11 falle « Sat That 
has built up its own business | l give twe Ws r go e\ 
ertising and b tine for life insur- | the annual American Life Cor 
. | 1} " 
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Regional Convention at French Lick 8 


| Springs Featured Unusual List ment Meeting Discuss Diff- 
culties That Are Met 


of Speakers 


FRENCH LICK SPRINGS, IND, METHODS OF DIRECTION 
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; vent ‘ the Pe Mutual Life er —— 
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given the members for extra work, but 
problems gave them an opportunity to 
show executive ability that has led or 
may lead to promotions. 

Sefore a report involving changes in 
methods was made, it was taken up with 
the department head concerned. If the 
suggestions met his approval, as it often 
did, it was put into effect. If he dis- 
agreed he might convince the committee 


and the report would be revised. If 
there was a disagreement, the question 
went to the vice-president under whose 


rhe committee it- 
every report. 


jurisdiction it came 

seli was unanimous on 
Operations Speeded Up 

One of the principal reasons the com- 

had for methods 


pany revising its was 
hat things took too long to go through 
i othece QO; the applications, tor in- 
stance, only about 25 percent got 


through so policies could be mailed the 
day his been brought up 
» about 75 percent Other operations 
lave been speeded up as well. The prin- 
ipal changes were in the regrouping ol 
epartments. Formerly an application 


satne has 


traveled up and down stairs several 
times before a policy could be issued. 
Now it goes in a straight line. Many 
epartments were moved bodily trom 
me floor to another Che adoption of 


nechanical devices also helped both in 


speed and economy) 


Choice of Methods 
The section was supposed to bring 
it a comparison of the committee sys- 


tem with the central and permanent 
janning department, but there was no 
speaker for the latter plan. One sug- 


gestion is that the committee plan may 


rove effective in an older company, 
here there are many experienced em- 
tloves, while the central planning de- 


vartment is almost the only option of a 
new company. For example, in another 
-ctional meeting it was brought out that 


one of the younger companies, the 
iverage experience of two-thirds of the 

ployes was only cight months. 

Organizing the Office 

Divisions in a home office take vari- 

1s rms There may be two main 

visions or many small ones. It will 
isually be found that where a company 


iain divisions, its subdivi- 
separate departments 
That is because the 


is oF ly two 
ns corresp nd to 


ther TY anies 


THE NATIONAL 


work divides naturally. How it is ap- 
portioned depends on individual ideas. 
Probably most companies recognize 
three main departments in home office 
work. The first is that of new business, 
the second the accounting department 
and the third, the actuarial. Where there 
are only two departments the accounting 
and the actuarial are combined. These 
divisions refer to the insurance activi- 
ties, and do not include the selling or 
production department. The agency de 
partment, the medical and the invest- 
ment departments are usually more or 
less independent, as their activities do 
not require fitting into the clerical op- 
erations of the rest of the company. 


Department of New Business 


Che new business department receives 
the applications and passes on routine 


cases, issues the policies and makes the 
records. Issued business passes to the 
accounting department tor permanent 
handling, or one record may go to the 


actuarial department if that is separate. 

It is after the policy has been issued 
that the problem of division of labor 
becomes knotty. Records must not be 
multiplied on account of the expense, yet 
they must be adequate to meet demands 
from any direction. Work must be as 
signed where it can be done best. For 
instance, it must-be determined whether 
first premiums can best be collected by 
the new business department or the ac 
counting department. 


Answer Is Not Simple 


Che answer is not simple. If the ac 


counting department handles first pre 
miums, what shall be done with checks 
that accompany the applications? They 
must be deposited, but until the new 


business department is through with the 
the accounting department has no 
record to which to post them? If the 
new business department collects the 
first premium, must it set up a separate 
accounting department for where 


case, 


Cases 


collection is made after delivery of the 
policy? How will accounts be handled 
with agents, who collect both new and 
renewal premiums’ Will there be con 
fusion or unnecessary work? 
Has 62 Separate Sections 
hese points occur at the outset. They 


are duplicated when it becomes neces 
sary to subdivide within a department. 


Policy loans, reinstatements, changes in 
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policies, correspondence, and innumer- 
able other things call for resubdivision 
as the business grows. One company 
represented at the office management 
meeting has 62 separate sections han- 
dling different kinds of work. 

One of the round-table conferences on 
the second day was on the organization 
of the home office clerical force in a 
growing company to permit most effi- 
cient control and efficient operation. 
Franklin B. Mead was chairman and de- 
scribed the system of the Lincoln Na- 
tional In the discussions innumerable 
questions were brought up and showed 
the Variations detail 


companies. 


vreat between 


Multiplicity of Problems 


Phe multiplicity of problems that have 
to be solved in home office management 
is amazing, running irom prompt 
ice to agents and policyholders to the 
matter of time-clocks and vacations for 
clerks, from valuation of policies for the 
annual statement to the opening and 


ser\ 


despatch of mail. It is not surprising 
that the mere item of clerical salaries 
runs trom $1,500 to $1,800 a year per 
million in force, the figure given by one 
company 

* 

At the meeting last week tor the or- 
ganization of the Life Office Manage- 
ment Association, A. Lb. Furner of the 
Penn Mutual Life conducted the confer- 


ence which was given over to discussion 
of methods designed to furnish quick 
service to agents in delivery of policies 
after applications were received. The 
description of Penn Mutual methods, 
which are in effect those of the Fidelity 
Mutual and a few other companies, was 


most interesting Applications received 
at 9a. m.in the Penn Mutual ofhce trom 
the Detroit and Cincinnati agencies, tor 


instance, are tagged with a “10 A. M.” 
slip and if the papers are in corect shape, 
the policies are mailed at that hour 
Portland, Me., Burlington, Vt., and Man- 


chester, N. H., are in the 12:30 class 


and other agencies are served in the 
2:30 mail, the last for the day. Mr 
lurner stated that 92 percent of the 
applications received were furnished 
with policy contracts mailed the same 
day. 

; Applications Are “Zoned” 

All applications are “zoned” and the 


different colored mailing tags, attached 
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te 


to each, indicate what must be done as 
regards mailing. There is a “match up” 
department which checks all the pro- 
cesses of policy issue and each point 
visited by the application has to register 
the time it was received with intitials 
of the responsible party. Delays ars 
thus checked and the responsibility place: 
for same. And there is constant watcl 
kept on this and offenders are called 
to account. 


Avoid Unnecessary Travel 


routed so as to avoid any 
unnecessary travel, the have 
been induced to abandon offices and t 
sit at a long table that papers may come 
to them qui kly and be examined with- 
out delay and through 
which an application passes has been s 
systematized that the time saving is 
enormous. The “Ditto” machine does 
its share also and five cards go out with 
policy containing all the records 
wanted by the agency office, the cashier's 
department and the agent himself. Anv 
agent who has had a policy delivered 
to his office and has asked for it that he 
may deliver it without loss of time, and 
has been told by the cashier that record 
cards had to be made first, will appre 
ciate the value of this “Ditto” work. Mr. 
Furner stated that agents in the field 


Papers are 
doctors 


each process 


each 


appreciated the service given then 
mightily and that his office had much 
evidence of this 

Keep After the Doctors 


Delays due to faulty medical examina- 


tions reports are always reported t 
the examiner in a way that may make 
for less of this in the future. Mr. 


when a medical was 
was written to the 
until it was received. 
Francisco might delav 


stated that 
letter 
day 


San 


Furner 
missing, a 
doctor every 


\ doctor in 


only a few days but before his report 
was received he would receive four or 
five letters asking for it Some of the 
doctors get impatient, it was said, 


the way the company keeps after then 
but it seems to work out tor the general 
furtherance of the idea of promptl 
serving agents with policies in 
way possible. Many policies are sent 
out, of course, with instructions to hold 
same for inspection report and these are 
released always by telegraph. 

A point of particular interest to agents 

(CONTINUED ON PAGE 2) 
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TRAVELERS NAMES NEW HOME OFFICE GROUP SUPERVISORS 





J. b. MOSCHEL 
HE agency department of the 
. fravelers announces the promotion 
f Assistant Managers J. S. Reber, 
j. E. McNeal, J. } Moschel and 
F. E. Moss to be home office group sup- 
rvisors Mr. Reber, a yvraduate of the 
Iniversity of Missouri, was tor num 





J. S&S. REBER, JR. 
ber of years with the Bell Telephone 
Company and had served as assistant 


manager at the Kansas City and Hart- 
ford branch offices of the Travelers be- 
fore joining the home office agency staff 
Mr. McNeal, a graduate of the Yale 
Forestry School, has served as special 











Fr. Ek. MOSS 


representative of the group department, 
as special agent at Minneapolis and 
Buffalo and assistant manager at the 
latter city. Mr. Moschel received his 
college training at Northwestern Uni 
versity, and was in the grain business 
for a number of years. He joined the 
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Travelers in 1921 and since June, 1925 
has been assistant manager of the Peoria 
branch office Mr. Moss has been cor 


nected with the Des Moines, Cedar 
Rapids, and St. Louis branch offices ot 
the Travelers and was made assistant 


manager at St. Louis, April 1, 1974 
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This Prize Spurs Salesmen 
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BEAUTY O 
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EDITION 


THE 


SCARLET 


TANAGER 


to Supreme Endeavor 


13 Ways 


to Boost Business 
via Duofold 


To Salesmen 


—For most new business 
written in specified time 


—For most renewals 
—For most collections 


—For birthdays, 


Give Classic Duofold to Policy Holders Too 


The Over-size Pen with the 25-Year Point 


OTHING stirs ambition and 

puts the salesman on his mettle 
like a chance to win a lasting and 
beautiful memento of his sales 
prowess. And nothing you can offer 
at anywhere near the price will spur 
him on as will the Parker Duofold 
—the black-tipped lacquer-red Pen 
Classic with the 25-year point. 


One agency of a nationally-known 
life insurance company offered Duo- 
fold to salesmen who would produce 
a certain amount of business in a 
given length of time. The manager 
writes, “Forty-seven per cent of them 
qualified and own the pens and all 
seem very much pleased with them. 
Fourteen per cent of them would 
have sold the amount required with- 


to renew. Or you may make salesmen 
out of your present policy holders by 
offering Duofolds for sales leads. 


Your Men Produce the Business 
Before You Buy the Pens 


You need not spend a cent for pens 
until your men have won them. 
Hence you can’t lose. If the new busi- 
ness is not forthcoming, you are not 
one cent out of pocket. 


Mounted with Your Emblem 
or Insignia of Merit 


Your company’s emblem mounted, 
or the winner's or customer's name 
engraved on the Duofolds you award 
is the final touch. Only a moderate 
extra charge is made for this work. 


Cicienen eneees out any prize, the other thirty-three Write Toda for 
P’ : per cent would not. Even the men P : : Y 
—For convention gifts who did not qualify increased their Quantity Discounts Allowed 
production.” by Parker Dealers 


To Agents 


—For most new business 


—For most renewals 


Your men will respond in a like 
manner if you make Duofold the in- 
centive. Your present policy holders 


Use the attached coupon if you wish, 
enclosing reproduction of design if 
mounting is desired and do it today. 
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will appreciate this gift when it’stime And please give name of your dealer. 


—For smallest percentage 


of arrears Address 21 Industrial Department 
—For Christmas and THE PARKER PEN COMPANY - JANESVILLE, WISCONSIN 
birthday gifts 
To Policy Holders 
—For good will 


—For big initial payments 
—For policy renewals 
within specified time 

















—For leads and prospects 
Duofold Jr. $s Lady Duofold 65 
Same except for size With ring for chatelaine ¢. ~ 
ume —— —_ Toe pen ae. 
THe PARKER Pen Co 
| WHAT INSURANCE MEN SAY: tral Des 
. Janesville, Wis 
~ ~ ~ sonny . - You end us full details and quantity dis 
Central States Life Insurance Commercial Casualty Insurance Co.:“We Prominent Supt., The Prudential Insurance Co. of Amer- aa sm Pashes De id = a * see ag 
Company: “We put on two dif not only have found these pens very attrac- ica: “We are very pleased with the result (of our con 
’ ferent contests offenng Duofold tive and useful to our agents and very much test) and beheve that much of the interest in the contest 
' Pens as prizes. Found our sales appreciated by them, but we have been us was due to the reputation which the Parker Pen enjoyed — 
' nen very eager to obtain these ing them in our office to a considerable ex in this office. I would not hesitate to offer Parker Pens 
; prizes because they all recognized tentand almost universally they are preferred as prizes if we were desirous of securing an exceedingly 
12 value of Duofold Pens.” to any other make.” large amount of business.” Attention— 
Agents for The Equitable Life Assurance Society, Missouri State Life Insurance Co., North American Life Insurance Co. and North 
: western Mutual Life Insurance Co,, Milwaukee, Wis., are among those who have used Duofold with extremely gratifying results. City State L, 
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eneral Agents 


Wanted 


in r 





Michigan 
Virginia 
Kentucky 


Washington 
Oregon 
Idaho 


Unusual opportunities and attractive contracts 


to men who are good PERSONAL PRODU- 
CERS and who have ability to ORGANIZE an 


agency. 


Must have details regarding insurance experi- 
ence, production in each of last three years, and 
particular territory desired, in first letter. 


For booklet ‘‘Why the Minnesota Mutual” write 


O. J. LACY 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 
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On General Agencies 


Some companies establish branch offices in 
various cities with salaried positions. And 
excellent results are obtained. 


But the Atlantic Life believes in the General 
Agency system, where men work and build 
for themselves as well as for their company. 
It is looking for men who can build first-class 
General Agencies doing a big volume of busi- 
ness every year. To such men opportunities 
are unlimited. 


The Atlantic Life is 24 years old, soundly 
established, and operating under most able 
management. Every possible aid and encour- 
agement is given to our men. We want gen- 
eral agents of character in Alabama, Ken- 
tucky, Georgia, West Virginia, Michigan and 
Texas 


Atlantic Life Insurance Company 


Richmond, Virginia 


W. H. DALLAS 
Superintendent of Agents 


EDMUND STRUDWICK 
President 

















IN ANNUAL CONVENTION 


Chicago Company Host to Mem- 
bers of “One-Two-O” 
Club 


NEW POLICIES ANNOUNCED 


Strong Program of Sales Talks Con- 
ferences and Entertainment, Filled 
Two Days 


The annual ag:-ncy convention of the 
Continental Assurance of Chicago, held 
at the home office last week, was fea- 
tured by announcement of new policies, 
new rates and underwriting changes 
which will greatly add to the field men’s 
portiolio. These changes are explained 


in the policy section of THe NatIoNnaL 
UNpERWRITER. Over 100 members of the 
“One-Two-O” club met for the three- 
day conference and enjoyed a strong 


program of addresses on business-get- 
ting methods, well interspersed with 
entertainment. 
Behrens Extends Welcome 
H. A. Behrens, vice-president and 


general manager, extended the welcome 
to the club members and in his talk also 
outlined the policy changes being ef- 
fected by the company. E. L. Grant 
then spoke on “Continental Service.” 

in a discussion of finding and develop- 
ing prospects for business, F. W 
Smith, general agent at Toledo, Ohio, 
said that there are two places to look 
for prospects, in factories or business 
houses, and in homes. In seeking the 
former, it is wise to get an introduction 
to some official of the company, to 
cultivate his friendship and through him 
secure access to the employes. To get 
into the homes, the best way is straight 
friendship. Mr. Smith said that he has 
found that tips from friends and ac- 
quaintances do not always lead to the 
best prospects, for frequently these tips 
are given to several of his competitors 
also. 

The biggest problem of the life insur- 
ance agent is finding live prospects, but 
after they are found, the real test lies in 
developing them, leading them through 
the pages of friendship through the sale. 


Discuss Business Insurance 


“Business Insurance” was the topic 
assigned to E. J. Phelps of Davenport, 
Iowa. He said that credit is in direct 
proportion to the care taking to secure 
capital, and that life insurance is one 
of the surest methods of stabilizing 
credit. In case of the death of one 
member of a partnership, the surviving 
partner may be at the mercy of the heir 
of the estate, for they may demand their 
share of the proceeds, necessitating the 
sale of the entire business, or the sale 
of the share which belongs to the de 
ceased partner to the survicor. Such 
a demand may cause the forced sale of 
the business at a great loss, or seriously 
impair the credit if the other partner 
tries to purchase the entire business. 

There are many by-products of busi- 
ness insurance that are also valuable 
Mr. Phelps told of one man who had 
borrowed $17,000 on his policy in time 


of a business depression when money 
was difficult to secure, loaned it on 2 
sound business that was in need of 


money, and within 30 days made a very 
handsome profit. 

General Agent M. L. Killian of Can- 
ton. O., told of some of his methods for 
holding the prospect’s undivided atten- 
tion. He always writes out every im- 
portant fact or figure as he makes his 
presentation so as to hold the attention 
of the eves as well as of the ears. He 
finds it much easier to sell the prosnect 
in his private office where there are very 
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few distractions, for it is very hard t 
keep the mind of the prospect fully e 
gaged when people are continuous! 
passing. He endeavored to concentrat: 
and to sell in 15 or 20 minutes if pos 
sible. 
Dingman’s Strong Address 

The feature of the second morning's 
session was an address by Dr. H. 
Dingman on “Underwriting.” Dr. 
man attempted to point out the mutua 
interests of the field and the home office 
on the question of underwriting. He 
opened his address by a mock “electior 
ot officers,’ naming certain outstanding 
agents to the various official positions 
and then asking what would be their 
outlook on the underwriting problems 
Dr. Dingman pointed out that the home 
office underwriter is by no 
authority on underwriting, but is mer« 
the final authority. The first under 
writer in life insurance business is the 
agent, next the applicant, then 
the examirer, followed by the home 
office inspector, and finally, the c! 
underwriter. Each one of these has 
interest in the case, and has an influence 
in selection. 





neans 


comes 


The agent was credited by him as he 


ing the most important, and for this 
reason Dr. Dingman commended the 
agency force of the Continental for the 


selection of risks which the agerts have 
made heretofore. He said that the appl 
cant had no small influence in 
writing, as is clearly illustrated throug 
mera! hazard reports. He said that the 
selection against the company was no 
table in certain where there was 
a possibility of choice with an advantag: 
to the prospect under one or another 
Dr. Dingman then discussed the impor 
tance of the examinet in underwriting 
and urged every agent to be constant! 
on the alert for good timber with whict 
to develop this end of the business. As 
a final safeguard the home office under 
writer puts his seal of approval on the 
ipplication. Dr. Dingman pointed out 
however, that he does not believe in the 
home office underwriter acting as 
referee on the opinions of the first four 
but rather as a member of a conference 
group of five, each having an equal share 
in the decision. 


and 
inder 


cases 


Points to Moral Hazard 


He then proceeded to outline the 
eleven important divisions of the app! 
cation questionnaire, pointing out th 
importance of each and every sectior 
and the need for complete information 
on every point. In outlining these, he 
explained why the home office must tak« 
action in some cases that possibly ay 
pears arbitrary to the field forces. Tor 
instance, in the question of habitat, life 
insurance companies have found that 
certain sections required unusual cautior 
in underwriting in that section. Agai 
certain races have been found to give ar 
increased mortality hazard, a shorter ex 
pectancy. However, Mr. Dingman sai 
that the moral hazard section of the 
questionnaire is the most important, as 
it brings out the good faith of the pros 
pect. 

Service 


Told of Policy 


E. G. Timme then spoke on “Policy 
Service”, outlining the company’s pr« 
gram of service to the agents in connet 
tion with the writing and issuing o} 
policy forms, particularly the formula 
tion of special contracts. Mr. Timm: 
said that the company is always reads 
and willing to help the agents in this 
connection, although he warned that th: 
indiscriminate issue of special contracts 
hampered the field man in his produc 
tion. 

H. H. Bomar of Dallas, Texas, spok 
on “Placing Rated-Up Policies” pointing 
out that the essential in this connectior 
is to have the prospect well sold in th: 
first place. Mr. Bomar made a 
parison between life insurance and fire 
insurance in this connection, saying 
that the prospect for fire insurance d 
not obiect to a differential in rate, base 
on difference in construction material 
or location of plants. He said that t 
life prospect should not protest agains’ 


com 








ee 
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lifferential for increased hazard in life | the company in a practical manner for 
nsurance, as the policyholder paid ex- | the betterment of business. The first 
ctly for value received in any case. year this association will concentrate on 

lhe morning session was closed with | developing practical methods of finding | O W A 
talk by E. H. Smith on “Keeping Busi-| and developing new men. The Conti- 

s on the Books”, which reviewed the | nental heartily endorsed the club and its 





for the 


nservation program of the company | entire program The officers for 
nd the need for resisting further in- | vear 1924-1925 are: President, B. F. Mc 
reases in the lapse ratio. Mr. Smith | Clelland; secretary-treasurer, John M | 
of the three-fold loss through a | Cronin; vice-president, W. C. Hermann | 
se te | Tl ( nental Service Bureau will 


» the company, agent and policy- he ontin 
Johnsen Views Field voting considerable time to the educa with 


| considerably broaden its activity by de 
Che final session was opened with a | “OM Of agents Che Policyholders’ Ser 
k on “A Broad Field for Business” by | ¥' Depart ent reported its progress | HE. INDIANAPOI IS | IFE 
| il tl ust year, in which it has 


Johnson, manager of the service | @Ut™g the pa : 


' epartment at the home office Mr. | been instrumental in conserving a very 
nson gave a forceful talk showing large volume of life insurance. 


tremendous growth of the life insur- a is 


sie thie ten "He Shia | TRUST COMPANY’S LIFE In lowe Fer District Managers 
ws and that there are many indica-| INSURANCE WORK TOLD The Company Has Just Entered the State of lowa 


ns that it is still in its infancy He | (CONTINUED FROM PAGE 3) 


said that its future growth is particularly 7 a ae ee © COMPANY’S AGENCY PLAN: 


ded by two chief developments, a 
= : particular agents the trust mmpany . . . 
ge, Compact territory, worked intensively, under 


ealization of increased life values and : ' , ‘ 
found they had been talking to where 


the sale for specific needs. Mr. Johnson | - : “gerne : . ; i 
d that the public as a whole is becom- | Possible. Meetings ot agents were ad: capable district managers, with liberal first-year 
ee : ‘ } vhs . : ( Sse ind food is strengtnened . . . . . 
g —_ thoroughly acquainted with | in every way. Plans were developed for commissions, and renewal contract direct with 
proper life values daily, this being evi- 7 : 
lent in rye eg & He id tb ig _ the developed a plan of deposits whereby 
ncreasec ts eng sold »V 1abDiuity ] . ] } 
. . > | premiums could be accumulated by d 
ie al sane upon val aT sid asin extending wont a ane Where QUALIFICATIONS 
gnition of greater lite values re Ol ° » one oe am eae . ¢ ’ : ~ . P . : 
pain Be of $1,000 is being replaced | 2°POS#ts_Were not kept up regularly the Under 45 years of age, good health, good education, 
eis, 7. ors Veils Teplaced | trust company sent out its own repre eqs : . : % . : 
1 bigger figure. The inadequacy of | centatives to make collections. This got ability and experience both in personal sales and de- 
ch } i eadily en ; . , , . 
ich a amount is re¢ udily seen and the the trust company a lot of clients and \ eloping men 
iblic is realizing this. Another im-| \ir Reynolds says hardly a dav passes : Ss ; 
rtant development is the sale of life | that they do not get a new account of WORKING TOOLS 
surance to meet specific needs and this | this sort brought in by some insurance 
~~~ seen wer ways. Life in- | man. \ Purely Mutual Company 19 vears old 
me, educational, old age income, mort- The trust company also became loat ~ ; - ~~ + "ree 7 
ue replacen ent, taxes, business and | agent for a number of life companies $46,000,000 Insurance in Force. ° . 
other forms of life insurance are | and loaned insurance money to help Low Initial Premiums, reduced by liberal annual divi 
vy on the market, each adding to the | people build small homes Phe unpaid ' . snc 3 lary in 7 
mendous annual sales and educating | mortgages were covered by insurance as _dends, resulting in \ ery Low Net Cost 
public to the need for ample life in- | much as possible, Last year the con Satisfied Policyholders, and 
aaa WEL. Wace alee oh ae ies dell \ clean and wholesome record all the way through. 


page ads used by the trust ce mpany : All In 1923 and 1924, the ¢ oOmpany paid an EXTRA DIVI 
he balance of the afternoon session | of them were strikingly illustrated with DEND ( ya 20%. 











saving renewals and the trust compan) home office. 


H. & A. Given Prominence 


given over chiefly to a discussion of | well prepared drawings and the text : wae se ; 
ealth and accident insurance lames | Strongly advocated lite insurance tor \n average ol Oe increase 1 diy idle nd SCAIC POs 
wel of Minneapolis spoke on “Non various purposes These ads were also into ettect Novemby r 15 1924 
n” showing the value of the non-| reduce to small reproductions whi - . eh ve 

cellable health and accident policy to | Were furnished agents without charge TNE — . ' 

~pee Hay 75 — , Seal Inet 1: nce ) yr ) RI )R IF PO », SOY 

ellable health and accident policy to | were furnished agents without, DIVIDEND RECORD OF POLICY No. & 
iti spoke on “Health and Accident Aids Agents in Soliciting Issued, 1906 

urance” explaining son f th , > ) . 4 3 25 

ee he os used it ¢ sesve SES th e trust company also has an unde S10.000 AU Pay ment Lite . \oe 3} 

: = : ; = : Stan vy wW ive st where a trust 


ord’s ageney being one of the. out: | gompany, fepresentative can help in, so jamen wat 
ero thee hee ints core: | Am agent calls in that he has a case Year Dividend Premium 
, n the subiect and at ened « ant eee —— - gyrmecthone mes 3. i y 1906 $331.60 
rtant questions alor : this Ting The sent to him at once hile he aits 1907. , ‘ -_ : : $41.30 290.30 

ne en — oy. R 2. All this service has paid the trust 1908... — 42.70 288.90 
Muliats Clee Agence”. Uc. Hacker: en ee ea eee 1909... 44.60 287.00 


. voting most of his talk to a dis- ps a He wand mm nded at li di n- 1910 = 45.80 285.80 








on disability msuranc as related | apolis liie men ¢ 

insurance | trust companies for similar suy ' 

Manacers Form Association \ \ ot eqenememntees : = tl x Natior al 1912. 48.00 283.60 
mediately following the agents|;:..} ly aie - ze Dar me a oe ye 1913. 53.90 277.70 


Se a ee ae es sal) committes was appointed to look aiter 1914 55.80 275.80 

gyn 1915.. . 57.40 274.20 
Paul W. Simpson, mat per ot I 1916... (Reg. Div.) 59.80 205.50 
Se cic’ tie’ acti sie gain (Extra Div.) 66.36 


it which the “Finding and De 


| 
| 
| 
of New Men” w 
ission In the ew ne. the ne | 
quet ot the “One Two O” Clu was | 
| 

' 


t the Congress hotel, with H. G. B 











ee Se Soe eee e Indianapolis association and he 1917 61.80 269.80 
ister. The 1924 « » Officers of was given an ovation when he ca ci the 
| ne Two O Club were inaugurated, | meeting to order. 1918 , 64.30 267.30 
: hese being A. W. Wanek. president, | 1919 331.60 
1. D. Jepson, vice-president. Plan Union Central Meeting : 
LC ee ool ting =—=§ | 1920 61.10 270.50 
ed ¥ ed = itre, aad Fri sents is preparing the prograt y seg“ 1921 70.10 261.50 
a night the annua ne Clu mnual convention of the Ulnion er 
ae ne I Pee One Pann | annual. convention of the Union Cen- 1922....... ... 73.00 258.60 
Banquet was a wonderful success Park next vear. this committee con- 1923 (Reg. Div.) 75.80 255.80 
ter an evening of splendid entertair stine of Harrv O. Steel. Omaha: A. R : 
ind inspiring ne lames Weber | Edmiston, Lincoln: C. C. Wyandt, Abi 1924 — ate ~-gs 237 20 
n, professor of English at the Uni-|'ene, Kan.; C. J. Fisher, Toneka, and eg. Iv. ° ° 
ty of Chi igo, ind Continental \ D B nniheld Kansa { 1t¥ Phe (Extra Div ) 15 70 
holder, took the floor and kept his | met in Kansas Cit recently. Terome 7 ” 
~ - . eames . siumesaael BS ark. assistar superintendent f ane x ‘ 
I snes eid cf ahs anthers “te Pena: Be meeryenenedr -sipestetbaline os For Particulars Write Home Office 
edies of Insurance.” alternate conventions at the home office 
ee a ee ts Muaeetint hoe oe oe ee CRD, JOE C. CAPERTON 
iation, composed of managers and | ~ttraction Four veers age the couven President Agency Manager 
era agents ot the Continenta S *1 was m orida, tw ve Ss ag it 
nce, was formed t iperate with | New Orleans 
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a = ===] FEDERAL LIFE CLUB IN — [of success and no agent can hope 


attain his goal without rendering w 


ITS ANNUAL SESSION qualified service to his prospect, his 


| 
i company and himself. There was 
| 











discussion on this, led by Hugh \' 
P . . Smoot of Missouri. A sales demonstra- 
Two-Day Convention Held in Chi- tion was then given on the sale of 
partnership business policy, W. H: 
Edwards of Oklahoma City taking 


Producers part of the agent, Ben Thorp of Dalla, 
i] Tex., that of the senior partner, and 
rN A. A. Cervantes of Missouri, that of the 
junior partner. The two partners of 

ENJOY STRONG PROGRAM fered unusual resistance to the alent 


but he closed the deal in spite of this 


Life Insurance Company ek ce A talk on monthly action and hea 


' 

Del Monly Heads Organization for 5 pee was — nee FE. Ellis 
- : ot Kansas City, who has had remarkable 

H. It O A t 1994, While Meier Wes Hamed success in developing that branch 
as its wn ctuary President of Inner Circle the business. Mr. Ellison said that th: 
monthly class of business is the easiest 
co to obtain. He said that 10 calls a da 
would secure on an average two co 


cago by Company’s Star 





Over 100 members and guests of the 











producers’ clubs of the Federal Life of Prospects. which would mean 25 4 
i] M : R S f ] hic: ' se . | month, the basis of a satisfactory first 
artin . ocott, former y C _——ee gathered at the home office this | year premium income. Bert Hunt of 
| % . cs week for the annual business sessions Ohio discussed the talk, again emph: 
with the Royal Union Life of the Federal Life Club and Inner sizing the need of —_— contact. Hy 
° f D M ° | h Circle. The program extended over two sap ae | = — —- will how 
- . : o write e siness so F ; stay 
O es oines, 10Wa, Nas days, filled with able addresses on busi- (4, the books 
d *.° ness getting and mutual problems of 
} Dr. Jenney’s Talk 
accepte a position as company and field men, a third day KE LBY tical 
es : : . A) yr. FF. L. B. Jenney, medical dire: 
| being given ver t ‘onterences with . : : — . _ 
Actuary for the Louisiana ; & 8 Dahan ber erniceiniet vitl tor, spoke on “Delays in issuance 
: the home office. The convention was policies and how the agent can hel 
. State Life Insurance Com- featured by the company’s announce- to avoid them.” Dr. Jenney outlined a: 
ment of some new policy forms and a_ length the causes of these delays, group- 
pany, of Shreveport, new rate manual, showing reductions ing them in tour classifications, ‘rrors 
in cost One entire afternoon was de- Or omissions on the part of agents, exam- 
L a voted to an analvsis of these iners, inspectors, and the medical «: 
oulsiana wre ee partment. He said that the importanc: 
ee SS ee in view of the number of omissions 
Che first day’s sessions of the Federal followed the order named. Dr. Jenne 
Life Club was called to order by the explained many ot the problems bet 
retiring president, Mrs. G. G. Peaper the medical department, showing 
ot St. Louis \fter the consummation although certain actions may have 
of routine business, Isaac Miller Ham- opposite appearance, the medical ce 
if ilton, president of the Federal, was partment always wants to help the ag 
[ called on for an address, extending and place the business, if in any 
greetings from the home office Re- possible. ; 
sponses were made by W. Hall Edwards R. A. Ridgway of Kansas City pri 


of Oklahoma City tor the life depart- sented a lite insurance program tor 
ment, and by George E. Meier of Illi- specific case, this opening a discussix 
nois for the accident and health depart- on the sale of lite insurance to meet 
ment. The presentation of production specilic needs Mr. Ridgway point 
Hamilton closed. out that while the agent should urge 


gnio Nation, prizes by President : 
at “Lip, the morning session [he afternoon the placement of adequate insurances 


session was devoted to an explanation the proposition should not be overdon 





Insurance Compery of the new policies and rates by L. D. There is a difference between a desiré 
G. OF .O Cavanaugh, vice president and actuary, program and an essential program, 
{ine and the election of officers Che annual the latter is often all that can be s« 

banquet of the club was held in the A. W. Pettit, claim adjuster at the home 


office, then spoke on the adjustment 

A W ll f P ‘ Del Monly Elected President of accident and health claims, pomnen " 
a O rotection out that satisfaction of the policyhold 

S. J. Del Monly of San Antonio, Tex., company and the agent constituted th: 

was elected president of the Federal program of that department. He sa 

Life Club, A. A. Cervantes of Missouri, that the field men could aid the clair 
first vice-president, and R. J. Jeffs of adjuster in many ways, particularl) 


evening. 


What we desire our agents to sec, the vision we want them to get, 
is that when they place a policy they are building a wall of pro 


tection about some home in their community. We want them to Omaha, second vice-president fhe properly § selling the business, so that 
realize that it rests with them to make this wall just as high and winners of production prizes for the only due claims will be filed. He s 
vear were: lite department, R. S. Pope, that the field men could also benetit 


as strong as it is possible for their earnest convictions to make it ar met 1 : 
Michigan, first; C. E. Seruggs, Texas, through the payment of claims, as eac! 


second; and W. Hall Edwards, Okla- claim check is a splendid selling | 


A “Wall of Protection” built of Ohio National policies, which in é ! 
homa, third; accident and health depart- He said that the claim department 


cludes Disability (2 forms), Double Indemnity, Non Cancellable, 


Accident and Health, three forms of Juvenile Half Rate, Whole ment, S. J. Del Monly, Texas, first: H. realizing this, is now working out a ; 
Life and Monthly Premium Policies, we believe is a wall that will H Thomas, Illinois, second; Stan = to supply all life agents with a complet 
firmly meet the assault of the enemy Witowski, Pennsylvania, third; and R. list of all claimants paid and the neces 
7 \ Ridgway, Missouri, fourth: and = sary details in each case 
We have several good opportunities for General Agents and District monthly accident and health, Bert Hunt, Rapid Fire Sales Talk 
Agents in Ohio, first: L. O. Wright, Georgia, sec 
ond: and C. W. Revell, Georgia, third G. D. Llovd of Dallas, Tex., ops 
Ohio—Pennsylvania— M ichigan—lowa—Nebraska—West Vice-President George Barmore pre- the afternoon session with a_ forcetu 
Virginia—Texas—Tennessee—Kentucky—-Arkansas and sided over the banquet Monday evening. talk on the “Federalized Travel Ac« 
New lersey The chief address was made bv Presi- dent Policy.” This is a $2 disabilt 
dent Isaac Miller Hamilton, who just form, of which Mr. Lloyd has | 
for men wl in prove their ability. arrivew a few days ago from a summer 10,000 in the past vear. He told the 
' ; spent abroad. President Hamilton took value of this small policy whicl 
For intor t t ! ence if you desire) the time to hit some of the high spots. said, could never be turned down |! 
on his pilgrimage He made a number prospect, known or unknown. He 
of observations as to the customs of the presented a sales demonstration, s! 
people and objects of interest Other ing his manner of selling one a minut 
speakers were Vice-President F ( the basis of his 10,000 sales in the 


° ° . 
The Ohio National Life Eases ee tarsutees oir poatacwes | carer tao coal sei Wee neon 


lr. R. Weddell of the “Insurance Post” saving that he has built a prospe 


Insurance Company and C. M. Cartwright of THe Nationat for life insurance - —_ — “~ 
1 ‘resident Isaac ile 


| U NUERWRITER the past veat 
on Hamilton of the company then s} 
T. W. APPLEBY, President Many Sales Talks aosgp sg Rel gy ppenen ree de wg Het 
W. F. MACALLISTER, Agency Manager George Barmore, vice-president and the field forces and the home oft 
superintendent of agents of the lite de- referring to the recent merger a 
partment, opened the second morning’s Bankers Accident with the Federal ! 
program with an address on “Service,” The Federal Lite Club sesston \ 











in which he said that service ts the basis then adjourned bv the new preside 
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s. J. Del Monly, the meeting immedi- MICHIGAN COMPANIES CONFER 
tely being called to order as the annual — 
ssion of the Inner Circle. E. B. Questions of Home Office Management 


Forsythe, president of the club, presided. Discussed at Meeting of Exec- 
Club officers were elected as follows: . a oad 
George E. Meier, president; Mrs. M. E. utives at Lansing ore an 


Carroll, first vice-president: and C. E. : 
Scruggs, second vice-president. The LANSING, MICH., Sept. 30.—Life 


Srst address was on “Know Your Pol- insurance companies with home othces 
ies,” by E. C. Budlong, vice-president, 1 Michigan are hoping to increase con- a qual e ea 
| superintendent of agencies of the siderably the efficiency of their home 


ccident department Mr. Budlong’s Offices as a result of a conference here 
unprinted subject was “Know Your last week at the offices of the Grange 


c ne . The meeting +h was at- 
stuff,” the more dignified title not en- Life The meeting, whic = 
rely covering the question ee eatl tended, in addition to the local company, 
: ; gee sae by officials of the Detroit Life, Mich- ; iri : : 
no agent can meet with success if 0% Officials of the Detroit Life. Mich There is a Spirit of Generosity in THE 


does mot theroughly acquaint him- | 4°" euten! and American ite of CLEVELAND LIFE. There is the full 


Detroit and the Agricultural Life of 


seli with his company, his policy and Bay Cty. was one of a series of mate . a 
the fundamentals of the business. He oe ~ sl caelen a "eae a knowledge that the men sn the field are reg 
ular fellows—real human beings, subject to 


mpared the business as it is trans- signed to promote mutual interests of . is 5 
ted eatiey pag — in use Michigan companies all human emotions and frailties, and the 
en he was in the field 20 years ago. Office methods and plans to better the band : : : 
Hap vegan oP gedngh mprotin. of Mls ah ge wag denon» dy droggben spirit of generosity prevails in all transac- 
red an essential to “know your stuff” discussed in considerable detail by the tions between Home Office and Field Force. 
hose days, it is now the basis of executives, who included the president, 
fe underwriting and salesmanship in yice-president, medical director and 
— ~s np ' actuarv of each company Agency openings in Ohio, Pennsylvania, 
Saies demonstration on noncancel- . . . . . . 
le insurance was then given and also incuss Stat Meetinge= West Virginia, Kentucky, Illinois, Indiana 
demonstration on the sale of life in- _A point over which considerable con- and Michigan present opportunities for men 
rance programs to meet specilic needs. tention aros¢ vas the advisabilit ot . . 
J. Wood ot Oklahoma City spoke on Mena ral pes At ot the coated me ot- who are working for success to succeed in 
Why the Federal when selecting a fice staffs. Some of the conferees ar- a bigger way. Write to us. In all matters 
mpany. rued that occasional meetings of the 4 
Spoke om Conservation office force have a tendency to bring you will get more than a square deal. 


rani? 


about greater loyalty to the organiza 
tion on the part ot employes and to give 


members of the organization a broader 


Charles A. Atkinson, vice-president 
{1 general counsel, spoke on “Con- 
servation of Business.” pointing out the 


ilue of a conservation program from idea of the companies’ aims. rhis wae 
the viewpoint of company, agent and denied “ others, howe ver, who declared THE CLEVELAND LIFE 
nolicvholder He said that lapsed pol that such meetings, except for the pos 

“ies, constiiute the ‘greatest hnancial sible inspiration to be had from ad INSURANCE COMPANY 
ss of the business to eac dresses of executives, were largely ns 


terests. Mr. Atkinson said that the Waste of time It was declared that = 
a r. Atkinsos — t t! sible members WM. H. HUNT, President 


tter is one that is chiefly up to the Most of the less responsible me 


h of these 











a 
gents. Although the company is ready ©! divergent departments were only 
; “49° bored by discussions of 1 tters bout 
d willing to help wherever possible —— oe aap: yr ; 
, > , which they could understand nothing Home Offices Cleveland, Ohio 
preventing lapses, it is essentially a “ex ! 
eld problem, and the agents must @"@ that the net re = at eee eget 
exert every ettort possible t\ ehmuinate ngs Was 1 t worth ‘ . Ie . 
is evil. The convention was closed ©°*! Thos avers We a toad ee 
th an address on “policy contracts” by '™8§5 finally wavered and admitted that 
~ ° } byaly " mn ; ] , ‘ 
\ R iaauaiaa ~ ¢he in all probability meetings of departn 
\\ E Srimstin, secretary 5 De sal elastin: ieneaiieiees oft dammiaeeeel POLICY LOANS CAUSE LAPSES 
mpany. ah: pape. ae ae xe hy , 
staffs accomplished more in the long Have You found a way to stop this waste? 
} hrincing sit ’ »] . . . 
run toward bringing =; empto}s Our plan IS saving millions for many Companies and is the result of twenty- 


CENTRAL QUESTION IS loyalty and othce efficiency two years of careful research and experience 
— | g Aa |... ieee we” ey 








(sreater cooperatiol between invest 
(CONTINUED FROMW PAGE 2) ment ‘ Y underwriting. medi l ar 
1¢ weney unde Wrilinhk, eaical . 
x and other departments. It is neces- jegal departments was advocated at 
sary to be constantly on the watch to heads were urged as necessary to bring 
sve that there is no unnecessary duplica- about unity of policy , Th 
ot records in several departments What should constitute a day's work e 


1 division of the home office into a jin the offices was discussed at some . . 
ssaenigi eoleibiy wi Ueaportmics edad |Get aa we eet eens Security Mutual Life Insurance Company 
; of 


ents is less likely to result in duplica- capable employes was advised as cot 
1 of records than if a more pretentious ducive to good feeling and high « 
ivision into departments is made. This ency in the office force 


es not mean that every department dhe Lincoln, Nebraska 


wot properly subdivide into numerous 


ections where similar functions are THERE is no commodity in the world 
rouped., which has such range of value as TIME 7 . ‘ . ‘ 
Full Use of Equipment In these United States it has over one For information regarding a General Agency in 
hundred million different prices. Each 


‘Many companies have found it profit- man tixes his own price. Some men make 
le to have a central stenographic force IOWA SOUTH DAKOTA WYOMING 


Ve] id their hour bring a price in the three and 
' lave actuari artmen ‘ . } . 
: } oP: actuarial departments four figure area, with a unit digit leading; 
mewhat extensive investments in com - 
ye others, represented by a string of ciphers, 7 ‘ 
ntis 1x machines and it is well that these + hesinnine and end.-Georee F. Keck write M. A. Hyde, Assistant Secretary 
chines should be kept running fairly 


steadily It should be understood in all 


pagmente, that amy extensive com lionrvarneatnes ot the Soxters a: | A WESTERN COMPANY with WESTERN IDEALS 





tations may be sent to the actuarial partment are aking s 
; “- tonent olen amination of the Home Life and Mutua 
irtment and that department should } 47!" 5" fie wuital Lif , Wow 





gnize that the operation of the vari- york 
s multiplying machines on work for 
her departments is one of their respon 


gill ere MUTUAL LIFE OF ILLINOIS 











conclusion it may be said that HOME OFFICE 
= responsible for the home office SPRINGFIELD, ILLINOIS 
rds can agree upon what is essential An Old Line Legal Reserve Life Insurance Company 


th 


e€ company as a whole, no matte . 
oes a a A Company of Service 


what departments they may be lo 




















and if records kept in one Peed Service to Policy Holders Service to Agents Service to the Public 
i ment te not bgmong vn “ey _— Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
nd Ww a os ee 2 c —_ ; = and held in Trust by the Insurance Department of the State 
nave ‘Dp Mir oO = ‘corTras own . —— . . . . 
he pe Bn a \ niet of . oe sta Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
nde writs these thoughts in mind A few good openings for good live producers in Illinois. Correspondence Invited. 
te aulle 5» the elimination of some tu: , H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 
ential records.” — 
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OFF ICERS | FIGHT. BACK 
RESENT ATTACKS ON COMPANY 


Management of International Life & 
Trust Declares That Discharged 
Agents Try to Injure It 


MOLINE, ILL., Oct. 1—The fight 
between B. A. Shearer, former agent tor 
the International Life & Trust of this 
city, who has continued to hold stock 
in the company, and its officers went 
into the courts again last week when 


Shearer filed petition in the Rock Island 
circuit court asking for a receiver and 
an accounting of funds. He claimed 
mismanagement and fraudulent  state- 
ments as to financial status and charged 
that the claim of liabilities of $873,206 
with assets of $1,015,907 1s erroneous 
and that the far below the 
eo 
J. O. 


pany, 


assets are 
Laugman, president of the com- 
recently presented his resignation 
but it has not been acted upon and he 
is in effect still head of the concern. 
Joseph Bodeen, vice-president, is named 
also in the petition 
Answer Is Filed 
the day 
company 


An answer to the suit filed 
after its filing stated: “The 
denies the material allegation contained 
in the complainant bill and alleges that 
B. A. Shearer, Charles Wright, both dis- 
charged eagents, conspired with G, H. 
Vancleve and divers other persons un- 
known for the purpose of destroying the 
business of the company and depreciat- 
ing the selling price of the stock of said 
company that said conspirators might 
purchase said stock at a nominal price 
and obtain control of the company. 


in slandering, libeling and depreciating 
the good name of the company, and the 
value of the stock and business of the 
company, and also in slandering, libel- 
ing and belittling the officers and direc- 
tors of the company who would not 
lend themselves to such conspiracy; 
that as a part of the general plan, B. 
A. Shearer started and caused to be 
started by persons with him 12 sep- 
arate and distinct suits against the 
company, all without merit and for the 
apparent purpose of annoy ing har- 
rassing and interfering with the business 


of the company; and that bys company 
has not been held liable in any of such 
suits.” 


HAD BIG ATTENDANCE 
AT INITIAL MEETING 


(CONTINUED FROM PAGE 1) 


year Participation is limited to full- 
time employes or officers. 

The conference was held on the call 
ot Franklin B. Mead, secretary and actu- 
ary of the Lincoln National. The ob- 


ject of the association is the exchange 
of ideas for expediting business and re- 
ducing the expense of home office ad- 
ministration. The vast field for study 
and also the wide diversity of practices 
became evident during the Fort Wayne 
sessions, Although the number of im- 
portant problems suggested for con- 
sideration led to the division of the 


program into eight sectional meetings, 
besides the general sessions, there was no 


section or discussion that did not lead 
into many related questions. The wide 
interest was shown by the fact that 
many companies had tour representa- 
tives present, so that each of the group 
meetings going on at one time could be 
covered 


Qluestions Press for Solution 


pressing with a large number of com- 
panies. Few questions can be solved by 
themselves, and those responsible for 
efficiency will doubtless find further con- 


ferences valuable before recasting their 
systems. 
rhe association will systematize ef- 


forts that have been going on informally 
to a surprising extent. Many speakers 
referred to correspondence they had had 
with other companies on various diffi- 
culties. Many delegates first learned at 
the meeting that there were solutions 
to troubles they had thought unescapa- 
ble The discussions bring out points 
that would hardly be touched on in cor- 
respondence, and make available to all 
the benefits that would be confined to 
exchanging information by mail 


those 
Visitors 


President Arthur F. Hall 
visitors at the opening 
behalt of the Lincoln Liie 
economy and efficiency not only widen 
the field for life insurance by reducing 
cost and so making it avail: ible to larger 
numbers and in larger volume, but the 
prompt handling of business has a more 
direct effect in increz ising Ss sales. The ex- 
perience of all companies duplicates that 
of the Lincoln National. From a few 
clerks handling all parts of the work, the 
staff grows to larger proportions, with 
divisions and subdivisions of labor and 
the problem of organization grows seri- 


Welcomed the 


welcomed 
session on 
He said that 


the 


ous from the standpoints of both eff- 
ciency and expense. Mistakes are made, 
sometimes expensive ones, but there 


would be even more if a company could 
not profit from the experience of others. 


Principles Are Developed 


Office administration, he said, compre- 
hends the selection and training of cler- 
ical workers, the development of a co- 
ordinated plan of operation making for 
harmonious and effective functioning of 


some fundamental principles. What they 
are and how they can be applied are the 
things that define the scope of the new 
association. 

The Lincoln National has put its a 
ministrative activities under what it calls 
its “personnel and planning department 


This embraces not only the adaptati 
and pay of the clerical personnel, bu: 
the study oft methods. 


Three Addresses at First Session 


F. B. Mead 


eral session. 


presided at the first ge: 
There were three prepar« 
addresses the program. After Mr 
Mead had outlined the ideas leading u; 
to the calling of the conference, Dr: 
Henry Wireman Cook, vice-president 
and medical director of the Northwest 
ern National Life, read his paper on the 
influence of the administration of th: 
office organization upon the home office 
activities of life insurance companies 
This was published last week. He was 
followed by D. F. Dvorak of Chicag 
a consulting expert, on the ——— 
of machinery to home office work, 
particular reference to the tabulating 
machines The third paper was :~ 
Percy C. H. Papps, mathematician of 
the Mutual Benetit Life, on “Essential 
Office Records.” Mr. Papps’ topi 
touches the very heart of the whole ad 
ministration problem and his paper i- 
given elsewhere in this issue. 


on 


Interest in Panch Cards 


Discussion of Mr. Papps’ paper sug 
gested nearly all the problems of the 
clerical department, including the us« 


of duplicating devices and punch cards, 
and indicated wide difference in prac 
tices. Punch cards are not much un 
derstood, perhaps because companies ar¢ 
just growing up to them, and becaus« 
their utility is being constantly devel 
oped. Indeed, it is likely that the utility 
and consequent economy of punch cards 
will be carried much beyond the most 


“That in pursuance of said conspiracy hat one meeting a year will be found all departmental groups and the proper I 
said agents have sent out communica- sufficient for the new association is | selection and use of the mechanical and advanced present practice. Mr. Dvorak, 
tions directed to the stockholders of doubtful. The rapid growth of busi- physical factors. Study of these prob- | who had this specific question, was ex 
said company to carry out said design | ness has made organization questions lems and experience have developed | tensively questioned. One point made 
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was that the use of punch cards should 
e begun much earlier than is generally 
supposed, because the admittedly small 
saving in operating cost on small vol- 
umes is helped out by the saving of 
what would later be a large expense of 
hanging over when that become neces- 
sary. On the discussion $15,000,000 in 
force was given as the point where the 
punch machines should be adopted. 
Standardizing Clerical Salaries 


At the second general session, Har- 
iid C. Pennicke of the American Central 
Lite described a plan of salary stand- 
irdization for clerical employes devel- 
ped by that company. A thorough 
statistical study of all the kinds of work 
lone in the office was based on time 
cards kept by each employe for one 
week. ‘he card was divided into 5-min- 
ite periods for each day, and the em- 


ploye set down for each such period 
the kind of work he was engaged in 


luring the period. The classifications 
to be recognized had been previously 
worked out and numbered, so that it 
was only necessary to enter a number 
n each square. Each kind of work was 
viven a valuation determined by the 
qualifications required to do it properly, 
such as education, experience, intelli- 
gence, dexterity, etc., and by the market 
rate of pay at Indianapolis for such re- 
juirements. 
Range of Salaries Set 


With this data, the various tasks were 
yraded, and a minimum and a maximum 
salary established for each grade. Regu- 
lar additions were allowed for length of 
service and proficiency, but the salary 
for the grade is not carried above the 
maximum, either for experience or pro- 
noency, nor for both together. hose 
who reach the maximum will stop there 
unless they qualify for a higher grade 
It is expected that those who stop will 
eventually leave the service of the com- 
any, and the company considers that 
lesirable. 


Made Saving in Salaries 


The plan has been in operation about 
1 year and has saved $20,000 in salaries, 
ibout half of which, however, has been 
passed back to the employes under the 
idditional pay feature. The saving is 
due partly to the avoidance of waste 
time discovered through the survey, and 
partly to better work induced by the 


system. The saving is figured on pay- 
roll, but is actually greater because no 
account is taken of the additional work 
handled owing to the growth of the 


company, nor of the fact that several 
salaries are in a new department not in 
existence when the plan took effect. Mr. 
Pennicke is manager of the service and 
planning department of the company. 
His talk was illustrated by lantern slides 
of some of the charts worked out in 
volving the system and the wage scale. 


Drieu on Peak Loads 


The “peak load” is a nightmare in 
every company that has not mitigated 
ts evils and the paper on “Meeting the 
Peak Load Problem in the Life Insur- 
ince Office.” by G. A. Drieu of the 
Connecticut General was listened to atten- 
tively. The struggle with annual state- 
ment has been much modified with most 
companies, but it still forms a_ peak. 
l‘eak loads, however, come from several 
sources, and in approaching the prob- 
lem the Connecticut General studied 
every department to determine the busy 
ind the slack periods. First was the 


the statement, and second was the 
nonthly peak upon the close of each 
nonth’s business. Then there were the 


ccasional peaks due to drives and cam 
paigns, special and departmental activi 
ties, etc., as well as the ordinary fluctua 
ms in the flow of new business. 
Are Hard to Manage 


It is the occasional peaks that are 
rdest to manage. The annual and the 
monthly peaks can be modified by plan- 


ing. Much of the work 1m fact can be 
lone early and in slack times. Central 
zed control in a planning department 
ermits the handling of many other 





LIFE 


employes 
clerks in a 


through transter oi 
Through this department, 

division where work is are trans- 
terred to one where it is heavy. Then 
department heads planning special work 
are required to notify the planning de- 
partment as far in advance as possible, 
and when circumstances permit, the ex- 
tra work is fitted into a slack period 
The substitution of mechanical for hand 
work has greatly modified the peaks in 
routine work. 

In the Connecticut General the group 
department is practically the only pro- 
duction department affected by a real 
seasonal peak, which in this case occurs 
in December. As the other departments 
are then too busy to permit relief by the 
transier of employes, the company ex 
pects this year to meet the peak by the 
temporary employment of women who 
leit its service to be married. It has 
found in previous cases that the tem- 
porary employment of inexperienced 
help is not satisfactory. Arrangements 
have already been made with many oft 
the former employes to return in De- 
cember. 


peaks 


slack 


Filling Up the Valleys 


While the peaks force themselves on 
the attention, the valleys no less 
worthy of attention. These can be filled 
with work that can be done in advance 
thus utilizing the time an 


arc 


aiso 


relieving 





the succeeding peaks Both routine | 
special work can be scheduled tor the 
“valleys.” 

Control of the vacation sche lules - 
an important part of the peak load prol 
lem The Connecticut G 1 meets 
this by taking on high ) pils « 
a permanent basis at graduation, and 
assigning them regular positions as va 
cancies occur, or through the ordinary 
expansion of business 


for overtime is 
iv. While tl 


this, company has toun 


Payment practices 
ere 18 otten ov 


jection to 


no bad effects. “Soldiering” during the 
- 

dav in order to make overtime necessary 

is the evil often cited, but has not beet 


observed in the Connecticut General's 


office. Employes working less than one 
hour overtime are not expected to ask 
ior pay. 

The second day was given over to 
sectional conferences, with the electior 


There were 
the mornin 


of officers in the afternoon 
sectional 





tour mectings in 
and four in the atternoon, reports ol 
which will be found in another column 


The remarks of Mr. Mead in opening 
the were very brief. He said 

“There are 88 companies represented 
at this meeting by 143 representatives 
This statement alone is enough to dem 
onstrate that there is a great need or 
desire for constructive work in the field 
of home office organization and admin- 
istration among the lite imsurance 
companies of this country and Canada 

“IT am reminded of preliminary 
meeting of the Actuarial Society 35 
years ago at the Astor house in New 
York Citv when there were 27 actuaries 
present for the purpose of forming the 
Actuarial Society of America. Prior to 
the formation of that society this 
trv found it necessary to look to Canada 
and Great Britain to fill vacanies in the 
actuarial field, where there were tr ined 
men who had been developed by the Ir 
stitute of Actuaries in Eneland and the 


sessions 


the 


coun 


Faculty of Actuaries in Scotland. On 
the other hand, in this country where 
there was no organization of actuaries 
most of the men practicing actuarial 
work were but little developed in the 
princinles of actuarial science 


“However, following the 


of the Actuarial Society of America an 
later on of the Americat Institute ot 
Actuaries, there has been de veloped i 
large and growing body ot men expert 
not onlv in strictly actuarial science it 
expert im the general field of imsurance 
as well. Likewise, I cannot but feel that 
is the result the tormato of the 
organization which I am sure will follow 
from this meeting, there ll be deve 

oved a great bedy f experts rd ene 

cialists in the fr ld of lite msurance office 
manage'rent and administration. T be 

lieve that constructive work in this di- 
rection is now in its mere infancy.” 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company o: New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 


ness. 


It has passed through panics, pestilence and wars un- 


harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 


life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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PROVIDENT L. & A. OPENS NEW BUILDING 


‘“<“ EDICATION 


WEEK” for the 

Provident Life & Ac- 

cident completely ab- 

sorbed the public inter- 
M4 est in Chattanooga, its 

The Columbus Mutual Life home city. On the day 


when the company’s 


Insurance Company new “yy a — 


thrown 











P public 5,000 persons 
rospers were guests of the com- 
pany at a housewarm- 
ing celebration between 





First: Because it is organized and run on cor- the hours of 2 and 9 

° ° . p. m. 
rect principles. Direct agency contract. Vested The Chattanooga 
renewals. Unrestricted territory. Automatic pro- ee eae = 
e a tale page rovidcen suppic- 
motion. Perfected endowment policies. ment, packed with facts 
and tigures’ revealing 


Second: Because the policyholders and the the impressive growth 

. ot 1e company irom 

agents are assured of fair treatment. a little one-room affair 
to the dominant institu 





Third: Because we play no favorites and give eS ee 
ri -cading merchants, 
every agent an equal opportunity. bankers and civic or- 
as 2 ganizations of the city 
Fourth: Because it is a clean cut proposition — — ee oe 
. e ulations to the company 
through and through, efficiently and economically and to the city upon the 
. ompletion of so hand- 
managed, making money for everyone connected sae a Galli 
i it— i i =— : A feature of the week 
with it taking care of policyholders first paying that attracted wide interest was the While the tower design stands 
agents liberal commissions—paying stockholders novel flood light scheme. Four powerful primarily because of its beauty, it is 
oa ° a searchlights were placed on the roof ot equally noteworthy in that it allows 
good dividends—paying officers moderate salaries a building across the street and focused, every office to be an outside one, 1 
one above the other, on the shining courts or walls being needed to turnis 
—honest to the core. white tower of the building, making it an abundance ot light and air Phe 
° . stand out like a veritable pillar of fire, elevators, being the center of — the 
Do you want a life insurance home where you plainly visible from the heights sur- building, are but a few steps from the 
: : . rounding the city three or four miles entrance of all offices How clever] 
will be protected and assisted in your efforts to perce Gils ‘ducles tens teen sueted is 
build an agency and a renewal income to take care Visitors to the building were unani- trated by the fact that there is but 
Pie mous in expressing their admiration, not tourth the corridor space in the 
of your declining years? only for the beauty of the structure but building that would have been requir 
for the convenience of the modern de- had a court design been adopted 
vices which have been installed through- Wiles Siew Ode 
We have a home for you. —Write us. Oe newer Design Adopted ee ee ae 
aent are tocated on w second and thir 


The con pany’s frst plans called tor floors. These floors are nota rearrange 
1 standard type skyscraper—with a court ment of existing space, as is often the 


The Company where dreams come true. a standard type 5 3 
in the middle. Phat would have given case, but were designed ind built for the 
space, but not the striking beauty of the specific purpose oi iandling the con 
building now completed. Secretary pany’s business wiih the greatest eff 


ad 


Cartinhour consulted with R. H. Hunt ciency and ease. More than 100 workers 


e . e 
The Columbus Mutual Life & Con, the architects, and the tower de= are taken eare ot om the second. oor 
sign was adopted. The finshed building which houses the entire accident and 
INSURANCE COMPANY presents a remarkably clever adaptation health division of the company Phe 
ee 


Col b Ohi ot Greek Ionic design to the needs of a executive offices and the life department 
olumbus, 10 modern office building. are on the third floor 


C. W. BRANDON, President D. E. BALL, Secretary and Actuary 


Pass Another Landmark one section of the program for then 

= The Bankers Life of Iowa has passed They will probably give their discussior 
the $750,000,000 mark in life insurance “' the London conventior 

in force. It was reached and passed on Clarence A. Palmer, advertising 1 

Bankers Life reached and | ager for the Insurance Company 


Sept. 1. The Bb: J ce ‘ 
oO WA passed the half billion mark in 1920. North America, Philadeiphia, will tal 
The $600,000,600 mark was reached and trom an American viewpoint and give 




















passed about Dec. 1, 1921 The s700.- bis impression of Britts idvertising 
000,000 mark was reached and passed 
Now Occupies Its age gar sp 
p near the end : 1923 Mew York Life Clubs 


NEW 18-STORY cane Ihe New York Life announces | 
To Attend Pittsburgh Meeting agents that it has decided not to orgat 


HOM O I BUI DING ize a new club composed of agents pa) 
\ccording to a letter received thi ing for $333,000 or more in one club 


# 




















mor il Life and Mr. Lewis is with the eastern portion of the United State 


Pictures Tell the Story | ‘earl Assurance after excluding members of divisiot 


- 
eg In Des Moines rt ek by —— \. Sope “ retiring oe vear, as has been proposed, but 
ee —- a SS ee neo 2 the convention arrangements | 
» TWO © ! > » . o » $200,000 or the nt club 
ae With inere: 1 faciliti i | active in making the plans tor the In nll ; cium fos gs 
settee With mcrease baciiities it Ad , ‘ ' vear by dividing the $200,000 into tour 
Surance advertising ontlierence nm on 1 i T or 
: ; . ‘ a ss . divisions as tollows fo compris 
ents is NOW bette: prepared than ly on connection with the big conven I lul , | “36 1 it 
eee tte : : | a club members Ww fie quatity “ 
ae ever before to render service | tion of the Associated Advertising Clubs — $350,000 or more of paid-for business 
licvhold | the World, will be present at the (9) ‘the next 200 club members (aiter 
to Its pohevholders, agents ets e ao ll ; P sen . ; ‘ s (a 
es evn ers, agent | Pittsburgh = vention of the Insurance eliminating all the $350,000 writers 
and friends. \ Sheng ing Tec ac - with the proviso that any agent qual 
| Bri ee Sars crewene, ¢ ak a "ing with $250,000 of business would be 
| f ne ‘ <> ish insurance “aes — “ included in this division even thoug 
= ee hes cel eWls, = — ' J . Mex reTS 1S the total number of agents exceeds 200 
‘ ( t cri ‘ , } 
mnected with the Clerical, edieal & (3) the remaining club members in t! 
| 


Cartoons will give your house orgen thet ell necessary sparkle. Use | With the reported arrival in this coun and 2: (4) remaining club member 

them to put over your message or your specie! sales contest. Send for try of Messrs. Withers and Lewis, the the western portion of the Unit 

gue Gheste. | committee which preparing the pro States after excluding member ! 
the Insurance \dvertising sions 1 and 2, the dividing line betw« 


BUSINESS CARTOON SERVICE nen Reset saistlens 1h Pittsburgh the. divisions 3 and 4 to be made ‘ th 


35 South Dearborn Street, CHICAGO | latter part of Octobe: etting aside the membership will be fairly 
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n ; "On 2 ld + eder that +] - , . 
ATTACK THE GIFT TAX percent: if Oregon: eld their c m cooperation | qaive his the call. Me. Coll has Qevets 
a t domicile, < wit the legis ative machine the ne tically all f his time since leaving 
— Re s there \merican Bankers Asso S colleme ¢ in inecrame though 
b r ane ‘ if haro , ¢] | - 7 +¢ 
BANKERS ARE VERY CRITICAL ‘ . was in charge < Department « 
stigatior t the giit tax a ree Kconomics at Vanderbilt University 
-- Weidenborner to Home Office three care , seu evice in 1 
Some Sharp Resolutions Were Passed he federal government an Weidenhor . United States military forces during t 
iati the separate states in the United States P M has been appointed agen World War. He stepped into an organ- 
by the Association at Its Conven- : ee oe ee a aes 
. i x ive passed various estate, transter and assist t the igency department t ty . rame as 
tion in Chicago succession tax lews which tead in u the new ofhce ct the. Gaerdien |} spent the past two vears in developing 
na santa ani mel + Wood, ae me 9 ~ ee wccepting this position, Mr 
. olve the estates of deceased persons i ‘ > . ‘ ‘ * - - — . = I jue = 
ile insurance men were LTCAtir 1 ul ecessarv expense and » dela and Sr Paul nd has been ent . ‘ it vas < ( es re te cont nue pers 
rested in the discussion that arose at resylt in grave inequaliti cares tithe th the Nat l Ass ' writing : expected be tl 
annual meeting of the American making possibk . He w ( k after his 
wikers’ Association in Chicago regard- estates, and f the Minnesota Ass { , siness He s wever 
g the new gift tax provision, passed by “Whereas, it is desirable that the set ! , s elect v1es hen: HH, ad eect ees My wy 
ast Congress All gifts aggregat- tlement and distribution of estates be s e Is & ‘ . . : . 
within the vear 1924 to $50,000 or accomplished with s little dela and isu “ots Carnes : ; 
re, exclusive of charitable orgamiza- ¢Xpense as possible, ane 1 t ix vs s ( etl rsit ae c , 
ns must be reported t the govern oper ite upol Msction earases wai siesta ee a 
nt bv Mar. 13. 1923. at which time the ™@! equality, therefore be it Wants Fewer $1,000 Policies 
. ‘ . , v=, A “i ‘ t i ' = 
tax 1s to be paid, based on the same rate Situation Is Intolerable t down the volun S14 Gross Leaves Cleveland Life 
th . ‘ = i eT ae . ; : nolicies the Standard Lif Se 7 . : 
S 1¢ estate _tax, with a n ax mm Resolved, that the present syst ’ ‘ 4 ’ Gros ' ted his resie 
10 percent. This has a direct bearing on f imposing estate transter and succes- '* 5 s nsiderimyg re , P , . ; S the 6 
life insurance trusts whicl ive been jon taxes in the United States which *° Pe! a Se Communes nd Lif He went with the com 
ular in the past the federal g < mit a Se ~ early this te ving served wit! 
} ? 1 ate! . , Geer te ‘ . ‘ ¥ > . r Ty a . 
Dunne Castigates the Tax States impose sepa divers ta ; me Sa Te - i ers ve years, where e 
. A g : cumulative xes resulting in the duph- (f° ". r . : the ti r the hie and accide 
Che giutt tax was characterized as u cation of such taxes. added expenses of . ents were \ x epartment the northern part of the 
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Chicago, Illinois 


PEOPLE’S LIFE BUILDING 























A. E. Sullivan : : R. P. SHEPHERD, P.H.D 
' State Supt. Indiana Kindly address Dr. Shepherd with Educational Director 
pat cae — reference to available territory Room 304 Peoples Life Building, Chicago 
ndianapolis, Indiana 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 
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Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
WINTHROP M. CRANE, Jr. President 


This Company has always pursued those policies in the ccnduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders. 

JOHN BARKER, Vice-President FREDERICK H. RHODES, Vice-President 
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THE PEERLESS LIFE INSURANCE COMPANY 


OF KANSAS CITY, MISSOURI 
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WANTS GENERAL AGENTS FOR HANNIBAL, KIRKS- 
VILLE, CHILLICOTHE, ST. JOSEPH AND ROCKPORT 


LIFE ACCIDENT HEALTH | 











To men and women with or without experience, not at this 

time actually connected with any life agency, we extend the 
| invitation to consider our local agency contract for rural dis- 
| tricts in unoccupied territory. 





nsurance Company 


OF DES MOINES, IOWA 


Organized 1907 


Insurance in Force Over $20,000,000.00 


Operating in lowa, South Dakota, Minnesota, Nebraska, Kansas 





thus writes a 


» “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’ 
tise 8 The 


buyer of “Easy Lessons in Life Insurance.”" a text and review book with quiz supplement 
National Underwriter Company, 1362 Insurance Exchange, Chicago 





UNDERWRITER 


VETERAN IS STRICKEN 
WANTS HEIRS TO “CARRY ON” 


Judge Lenhardt of Travelers Died Im- 
mediately After Forceful Appeal 
for the Company 


“And when I die I hope to look down 
and see the heirs to my estate carrying 
on for the Travelers,” were the closing 
remarks of Judge Oliver F. Lenhardt, a 
veteran of ten conventions of the Trav- 
elers, as he was stricken with a heart 
attack only a few moments after, while 
front row of the assembly hall of the 
Chateau Frontenac last week. Judge 
Lenhardt had just finished his speech 
hefore the Travelers convention on “The 
Travelers as an Agent’s Company.” 
What he said came from the heart and 
it came with all the fire, all the strength, 
all the emphasis, all the positiveness, 
that marked Judge Lenhardt apart. The 
convention was adjourned for a couple 
of hours. It could hardly be adjourned 
for good after that last wish which 
Judge Lenhardt had voiced. 

Judge Lenhardt became a member of 
the field organization of the Travelers 
in the winter of 1904. He was a drug 
store proprietor and justice of the peace 
at the time. The drug store was put in 
the hands of a manager but court con- 
tinued to be held each morning iust the 
same. It was Special Agent W. H. Kolb 
of Reading, now manager at Chicago, 
who appointed Judge Lenhardt an agent. 
To the people of Norristown, Pa., 
Tudge Lenhardt was the Travelers. His 
business for the Travelers had grown 
‘o a prevrium income of $9.50 per capita 
in Norristown. Norristown is not a 
large city. Its population is about 32,- 
000, of whom 12% percent are insane. 
Of the remaining 87 percent the Travel- 
ers receives $9.50 for every man, woman 
and child in the city. Had Judge Len- 


| hardt not started out as a multiple line 


man, had he not developed this territory 
from a multiple line standpoint, this in- 
corre would probably have been $1.00 
instead of $9.50 per inhabitant. 

After paying a glowing tribute to the 
late Mr. Batterson and Mr. Dunham, 
and finally President Butler, Judge Len- 
hardt left the platform amid thunderous 
applause. He had approached his part 
in the program with pleasure and gusto, 
not because he loved public appearance 
but because he saw an opportunity to 
further a cause to which he was devoted. 
He loved the Travelers and he loved 
his work as he once explained that there 
were only two contracts with the Trav- 
elers which he would care to consider. 
One was as president of the company, 
the other was the agency contract which 
he held. 

Three close friends of Judge Lenhardt, 
Colonel H. A. Persell, M. H. Diffen- 
baugh, and John E. Ahern, secretary of 
the accident department were named 
as a committee of three bv President 
Butler to draw up a resolution express- 
ing the deen and heartfelt sympathy 
which was felt for Mrs. Lenhardt 


How Canada Handles Twisters 


The insurance department of the prov- 
ince of Alberta, Can., is going after the 
twisters in that province. On complaint 
of the department that an agent had 
induced a policyholder to cancel a pol- 
icy in the Commercial Life, on the rep- 
resentation that it is not a Dominion 
company, but a provincial company, the 
offending agent was haled into court and 
fined $30 and costs, or in default 30 days 
hard labor in jail. The fine and costs 
were paid forthwith. The court also 
directed the denartment to see that the 
policy in the Commercial Life be rein- 
stated if it were the desire of the assured. 





Herrick Is Assistant Secretary 


Gilbert M. Herrick of the Canadian 
head office of the Metropolitan Life has 
been made an assistant secretary 
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NEW ILLINOIS COMPANY 
SPRINGFIELD LIFE LICENSED 


New Company Is Organized to Take 
Over the Court of Honor Life 


Association 
The Springfield Life of Springfield 
Ill., was licensed Sept. 26, 1924, t 


transact life insurance in Illinois wit! 
an authorized capital stock of $100,000 
all of which has been subscribed for 
fully paid and issued. 

The company was organized to rein 
sure the business of the Court of Honor 
Life Association, a fraternal now oper 
ating under the laws of Illinois. Ii 
the contract of reinsurance is approved, 
then after the reinsurance is effective 
the capital stock of Springfield Life will 
be retired, thus leaving it a purely mu- 
tual legal reserve life company with the 
same assets, liabilities and members as 
the Court of Honor Life Association 
had. The assessment clause in the fra 
ternal certificates is waived by the 
terms of the contract of reinsurance. It 
is understood that the company will 
have the same officers as the Court of 
Honor Life Association now has. A. | 
Hereford is president of that organiza 
tion and L. M. Dixon secretary. 

Stockholders of the new Springfield 
Life, themselves officers of the fraternal, 
have been elected directors as follows 
A. L. Hereford, president of the Court 
of Honor: L. M. Dixon, C. L. Sim 
mons, William Schmidt and Charles 
Riefler, Springfield; J. K. Black, Mar 
shall, Ill.; O. L. McCord, Peoria: C. D 
Taylor, Palatine: L. A. Graham, Detroit 
Mich.; Dr. L. T. Hollis, Kansas City 
Mo.; H. A. Smith, Des Moines. 








Companies That 
Were Represented 





OLLOWING is a list of the compa 
F nies that had representatives in at 

tendance at the organization meet- 
ing of the Life Office Management As- 
sociation, formed at Fort Wayne last 
W eek: 
Acacia Mutual. 
American Central 
American, Colo. 


LincotIn National. 
London Life, Lon- 
don, Ont. 


American, Detroit Manufacturers, 

Amicable, Waco. Toronto. 

Atlantic, Richmond, Massachusetts Mut 
Va. Merchants, Iowa. 


Michigan Mutual 
Midland Mutual. 
Minnesota Mutual 


Berkshire Life. 
Business Mens, Mo. 
Capitol, Colo. 





Cleveland Life. 
Columbus Mutual. 
Commonwealth, Ky. 
Confederation, 
Toronto. 
Connecticut Gen. 
Connecticut Mutual. 
Continental, Del. 
Des Moines L. & 
Annuity. 
Detroit Life. 
Dominion Life, 
Waterloo, Ont. 
Farmers National. 
Federal Life. 
Fidelity Mutual. 
Franklin Life. 
Gem City Life. 
Grange Life, 
Lansing 


Life 
Life, 


Illinois 
Imperial 
Toronto. 
Indianapolis Life 
International, Mo 
Inter-Southern Life 
Jefferson Standard 
John Hancock Mut 
Lafayette Life. 
Lamar Life, Miss 
Liberty Life, 
Topeka 


Life & Cas., Tenn 





Great Northern, Chi. 
Great Republic, Cal. 
Gt. West, Winnipeg. 


Cedar Rapids Life. Missouri State. 
Central of Illinois. Mountain States. 
Central States, Mo. Mutual Benefit. 


Mutual of Illinois 
Mutual Tr. Life. 
National, U. S. A 
National, Vt. 
Natl. L. & A., Tenn 
Northwestern Mut. 
Northwestern Natl 
Northern States, Ind 
Ohio Natl. Life. 
Old Colony Life. 
Old Line Life, Mil 
waukee. 
Ontario Equitable 
Pan-American Life 
Penn Mutual Life. 
Peoples Life, Ind. 
Philadelphia Life. 
Phoenix Mut. Life 
Provident Mutual. 
Prudential 
Public Savings 
Reinsurance Life, Ia 
Reliance Life 
Reserve Loan Life 


Scranton Life. 
Security Life, Chi 
Security Mut., N. ¥ 
Standard Life, Mo 


Standard Life, Pa 
State Mutual Life 
Sun Life, Canada 
Sun Life, Baltimore 
Union Central Life 
United L. & Acct 
Volunteer State L 
Western & South. I 





ase and 


ce 








witass 


1924 


October 2, 


Amicable Life Burns 
Own Oil; Spring Serves 
As Water Cooling Plant 


a Amicable Life of Waco, Tex., 
which has a 21-story office building, 


akes use of two natural resources 
hich are seldom put so directly to work 
an enterprise ot that character rhe 


mpany burns crude oil trom its own 


an un 
It was of 


troublesome Provisio1 


e foundation, 
vas uncovered. 
at it proved 
had to be made to 
cre it gets away it has to pay tor 

st of taking care of it Ihe tempera- 
low that it proves amply sut- 
Such a 
in the 


such volume 


take Care oO! it, Dut 


? ire Is SO 
for the use made of it 
} 


heart of a city in¢ 


rent 
spring in the 

idst of a level plain is an oddity 

The development of the company 
’ 


| 
t accidentai, 


oil wells was no 
portunity to get hold of an oil 


ad an « 

lease of comparatively low value for 
rdinary exploitation The wells, put 
wn at 300 foot Is, cost about 


interval 
» drill and each yields about 
As the oil is 


$500 apiece t 
1 barrel and a hali a day. 


ten more, 
han a vear and after that the 
velvet. The oil is hauled in tank wagons 
» the company’s building, and burned 
in the crude state, just as it comes from 
This would not be econom- 
ical on operations, but the com- 
pany saves about $3,000 a year 
the cost of coal alone, and about $12,000 


yield is 


the ground 
large 
against 


i year more in labor of janitors or engi- 
neers disposal of ashes, etc 
Clover’s Meeting Adjourned 
Phe stockholders’ meeting of the Pub- 


lic Life of Chicago, called by the Alfred 
Clover faction and enjoined by the man- 
agement, was expected to be held or 
Wednesday of this week. However, the 
court that issued the injunction was not 
ready for a final decision and merely 
granted permission for another § ad- 
journment, 

The Clover faction contends that the 
meeting at which the present olticers 
elected was not held in compliance 
and that the election was 


were 
with the law 
illegal \t a new 
control 


meeting it hopes t 


regain 


LIFE 


S. J. Rosenblatt Says 
Twisters Are a Menace 


To Legal Reserve Plan 


J. ROSENBLATT, Chicago man- 
S ager oi the State Life of Indian- 





is one Vl ‘ c TTMOSt pie 
nounced opponents of twisting in _ his 
city Mr. Rosenblatt states that | 
will under » consideration accept a! 
case tl omes to hi at wiste 
» } ( He says t 
KCs ir< vy exXan s 
> css ‘ | 4 } > ‘ 4 ‘ 
ascertain whether it comes cle 
Mr. Rosenblatt declares that 
ster | Chic I d g- 1 
™ d = dis Re } 
< icne u fal res¢ s 
t mnw < < ; ‘ Hi \ 
or ¢ £ on 2 ! align « < Ca 
l & v poli I ers as oO he € 
tarious 1 det i work twist 
i lite insuran ce Mr. Rosenblatt ikes 
e posit that when a n ys a 
2 res ve hit pohcy 1 nN it- 
able company he pays the cost of acqui- 


sition He should not be called 


to pay it again. 
Should Not Deal With Twisters 


Life insurance, he savs. lends itself 
to juggling of figures so that a twister 
’ > 1 1; } ldor sche ’ ’ + 
Canh Make a poncvnoiac;: wno Gcoes no 


intricacies of life insurance 
elieve that he can get his life imsur- 


ance cheaper by cashing in his old in- 


know the 


surance and taking new Mr. Rosen 
blatt takes the position that every 
legal reserve ‘ company should 
retuse absolutely to deal with twisters 
He says that such a company taking | 
twisted business is doing its part in un 
dermining the very system on which it 
is based The twisting of life insur- 
ance, he says, has gotten to be a publi 
evil. Mr. Rosenblatt is in favor of the 


life insurance men of the country, who 


value their reputations and who believe 
banding 
to stamp out or at least 


practice. 


legal reserve lie insurance, 
together to try 
reduce this 
Would Warn Prospects 


that there is need ot short 
ul leaflets that can be handed out 
warning them of the dan- 
ger of dealing with twisters, who ar: 
only mercenary and whose mission 
simply to get a man to give up his in- 
urance and take out new policies with 


lie feels 
forcef 


to assureds, 


the :dea of getting a2 commission on the 
deal. He said that twisters are simply 
preving on the ignorance of policy- 


olders and are 


pulling the 
nder legal reserve life insurance 


props trom 


UNIQUE PRIZE FOR UNION LIFE AGENTS 


Unique is the prize that will be pre- 
sented mext vear to the agent of tl 
Union Life ot Rogers, Ark., who ts the 
best producer of the most paid-for busi- 
ness during the year ending June 30 

This is “Dream Valley Mascot.” It is 
the best of the 1924 spring calf crop of 


c 





Anxiety, 4th 
deve lope d and 


the Dream 1 
Hleretords It is being 
will be shipped prepaid to the winning 
agent by President |. W. Walker of the 
Union Life, when the returns are all in 
next June. This bull at that time will 
be worth at least $500. 
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Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 
a growing Company. 


Our policy contracts are second to 
none. 


If interested in some good Missouri 
territory, write us. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Insurance in force after twenty months— 
over two million. 


305 Reliance Building 


Kansas City, Missouri 


























Over 1% Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts ia 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1934 Jom. 1, 1994 


Assets --«» 87,804,230 § 40,115,271 
Policies in Force. $03,302 1,552,203 
Insurance im Force 73,455,636 351,149,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia,’Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 























A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 18S1 
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THE 


PRACTICAL CONSIDERATIONS IN THE 
PLANNING OF HOME OFFICE BUILDING 


By BENJAMIN W 
for the 


Practical and specific ideas 


planning and construction of a home 
fice building were offered by Benjamin 
Wistar Morris in his talk at the dinner 


pom by the Lincoln National Life im 
onor of the delegates to the organiza- 
ion conference of the Life Office .an- 
igement Association. A/r. Morris is an 
irchitect of New York City and the de- 
siqner of four insurance company home 
»fices in Hartford and one in Fort Wayne. 
Wr. Morris said im part: 
Function of Home Office 


Che function of the home office, in its 
practical sense, is to house its occupants 
safely, healthfully, practically, econom!- 
cally and agreeab ly. Spiritually, its 
function is so to affect its occupants that 
ill of the finer impulses may be stirred 
and cultivated, and that the seeds ot 
sloth, triviality, selfishness and dishonor 
may never germinate into life. Together, 
1e physical and spiritual qualities of the 
1ome office should act both as a sur- 
rounding influence and as a broadcast 
~ the high motives and _ intelligent 
methods which are the outstanding char- 
icteristics of the American life insur- 
ince business of today. 

Safety requires sound 
the use of incombustible materials, am- 
e and direct circulation, with generous 
stairways and exits enclosed and incom- 





construction, 


yustible; in tall buildings, each floor 
sitivel ly cut off from its neighbors, 
above and below. It requires fireproot 


shafts and exists; it 
does not always require them elsewhere. 
care and watchfulness in 
y other items familiar to competent 
builders, and to some ex- 


doors to all stairs, 


t requires 





rcenitect and 


ISTAR MORRIS 


best (though not always the costliest), 
is the cheapest in the end, in building, 
as in almost every other thing. The 
daily, repetitious cost of avoidable re- 
pairs, maintenance, operation and fire in- 
surance, and loss of employes’ efficiency 
can easily outbalance fixed charges of 
interest and depreciation of a far better, 
more useful and even costlier structure. 


Drawbacks to Low Ceilings 


To illustrate: cubic contents are gen- 
erally considered the measure of first 
cost of a building and the architect is 
ander pressure to keep this item down 
to an irreducible minimum. This means, 
of course, for one thing, a minimum 
story height. A minimum story height 
means low-headed windows, noisy, 
stuffy reverberating rooms, a short line 
of travel of effective daylight from out- 
side walls and at once adds a costly 
burden of first cost, of maintenance, and 
of operation in the mechanical equip- 
ment of ventilation. Conversely, high 
ceilings add almost immeasurably to the 


airy cheerfulness and quiet of these 
spaces, permit of wider wings, proper 
diffusion of light; they give more open 
and free working spaces, and by these 


very qualities, contribute the element of 
healthfulness. 

Against them is but one minor but 
reducible charge of increased fuel bills, 
and a trivial excess of first cost. Recent 
developments in ventilation are offset- 
ting this increase in operating charge 
by the new ability to utilize and evenly 
distribute, by gravitation, throughout the 
whole height of the room, the super- 
heated air near the ceilings. 

A casual observation of the large areas 
of the Lincoln Life building indicates 
that even an excess of daylight can be 
provided in a 60-foot wing, if the ceil- 
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ings are high and the windows are ade- 
quate. Very recently it had been thought 
that widths of 40 or perhaps 50 feet 
should not be exceeded. The 60-foot 
wing is advantageous in other important 
respects. If structural steel is employed 
the space can be divided into two aisles, 
as it were, one of 40 and the other of 
20-feet span, whatever may be the 
length of the wing; the 40-foot span 
being on the outer or street wall and 
the 20-foot on the inner or court wall. 
The wider span is of course particularly 
desirable for gener ral departmental use, 
the 20-foot span is entirely serviceable 
for the same purpose, but lends itself to 
future subdivision for smaller and con- 
trolling units and circulating passage if 
desired. This arrangement automatically 
provides space for ducts and pipes, with- 
out loss of any working area. 


Are of Prime Importance 


There are many more items contrib- 
uting to healthfulness which are well 
known, but I have stressed this matter 
of high ceilings because I have never 
seen their advantages even mentioned, 
whereas in my opinion they are of prime 
importance. The resultant increase of 
efficiency and betterment of morale is 
obvious. A thoroughly competent archi- 


tect can provide them and a well de- 
signed extcrior at one and the same 
time. He should never sacrifice plan or 
ceiling heights to fit his facade. I have 
seen one entire floor of a very large 
building, accommodating a very large 
number of clerks on it, seriously marred 
by such a sacrifice even to the extent 
that standing flat-footed I was almost 


able to touch the ceiling with my finger 
tips. 
Balance in Design 

That the home office shall be practical 
in arrangement needs no argument. | 
have heard it stated that perfect balance, 
constantly maintained, is about as im- 
portant to a golfer as perfect timing. 
Perfect balance in a building is of equal 
importance and about as difficult of at- 
tainment. It means the careful consid- 
eration of opposing arguments as to 
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arrangement and 
and sound 


materials, equipment, 
cost, constant compromise 
judgment in the decision. This require- 
ment includes working units of larg: 
areas, with the least possible obstruction 
by piers, columns and permanent parti- 


tions. It demands possibilities of ex- 
pansion and rearrangement with a 
minimum of expense and interruption. 


It includes adequate equipment of me- 
chanical labor saving devices, and means 
of rapid intercommunication, and it als« 


includes the ability to say “No” to a 
thousand nostrums that might  b 
bought and installed, but destined to 


the scrapheap by the time the varnish 
has dried on them. 


Routing of Work Is Flexible 


The routing of business, largely deter- 
mined by the officers with the aid oi 
the managing expert, is an elastic affair 
and had best be so recognized. Your 
business is essentially progressive; it 
expands both in variety and in quantity! 
methods are constantly changing and 
improving, and will continue to do so, 
after the completion and occupancy ot 
the new building. It is practical to bear 
this fact in mind. 


Competitive Bidding Unwise 


Under this heading of practicality, | 
want to say a word about the —— 
of the home office: The business of th 
builder has during recent years under. 
gone radical changes and is emerging 
tremendously improved. The intelligent, 
wide-awake and solvent owner no longer 
sits in at a gaming table facing a con- 
tractor, with opposing financial interests, 
and betting on a rising or falling mar- 
ket, the contractor manipulating the 
marked cards of extras and changes. 

Economy is a sub-heading of practi 


cality. In public building work and 
some private work, open bidding on 
plans and specifications complete in 


meticulous detail is a method in vogue 
For the home office nothing could be 
more unwise. On the other hand, think 
of the benefits of embarking on an im 
portant building operation, knowing that 
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Jlogue to the 


* 1 ' 
ipai Crop 


lior of 


Sunflower State 


when 
across 


Europeans in 1541, 
Mexico 


t visited by 
led his Spaniards from 


search of new world wealth 


This territory passed to the United States in 1830 as a part 
of the Louisiana Purchase and became a state in 1861. 

One of the most pisturesque periods of our early history 
Kansas for a background, for through Kansas in the days 
the “coveres = agon” came most of the “prairie schooners” 

r Santa Fe, California and Utah 


r of the 
og Civil War 

mineral 
barley, oat 
larmer 


agricultural and 
while corn, hay, 
mcome to Kan as 


ed for it 


ituminous coal, rich 


deposit 1 b 
f tern part of the 


velopment 1 yet i 


bound 


storm of national political passions 


building 


Fran 


= Royal Union Life 


Insurance Company 


had 
of 


KANSAS CITY BRANCH OFFICE 
801 Orear-Leslie Bldg. 


Kansas City, Mo. 


A. P. Osborn, Branch Manager 


E. G. Mercer, Cashier 


wealth 


and 


WICHITA BRANCH OFFICE 


fields 
state 


513 Orpheum Bldg. 


Wichita, Kansas 


James P. Sullivan, Branch Manager 


L. F. Cunningham, Cashier 





























Insurance in Force, Over $122,000,000.0 


NE/A\E/ANEYA\T/O\1 AXA E OTTO /O\ TONY ON /8 kB! 









tab th im Na 





C7 





a iki. 













































































, (ictobe 2 Q° Soa ‘ocT ——r . _— : 
ober 2, 1924 . LIFE INSURANCE EDITION 
yur builders and your architect's fees, | can continue to give your time and con- $1,000,000 unprotected. That showed me. business to me, a local and he 
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‘ ‘ble to put enou wovttone is «a ur bu ne Taught Valuable Lesson 2 — 
newspaper to bring spect t “When let t an < r. I . 
or office. i d to let the | $830,000 ne the num : : 2 Robertson With Continental 
ple of DeSoto and Jeffers ( represente this total, I saw it « r $ G Ww l g 
w I was in the insurance siness not represent eve e-halt the t < s 
1 that the Kansas City Lite was re 1 surable lite value t el s s Wa 
s ted there. ! ttle ¢ B l < nves 
called on some of our gi ] und tor surprise tI} s S s ‘ y 
icturers d merc ints re est mi nsurance vet ft ritt < t ~ 
¢ that they give me their written t re the xim1 was ¢ \ r ‘ 
m of insurance Che le ed t Ss that W1 \ le hel g s 
ny request, a! 1 ] shed them there t < ‘ ins ‘ \ e g 
my Marz WIS LUPETOVOTOTOLO DOLCE LOLS CIM ISIS LO LODE TS SLOT » 
[: 
~——< 
= 
fos 
s 
| 
— es 
= 
» ~ ] ‘ ia +) 9° - ¢ “ . > > | } - } = 
Reports show that the wheat harvest otf Kansas tor 1924 1s the best in quality and quantit rl the 3 
State’s history, and a record corn crop 1s now maturing : 
uy cc . . ‘ - - - ra ‘ . - » | vo 1 1 , =! 
Chis has been a good year for Kansas—and tor the Royal Union it has been a good vear as always 
for Kansas business. : 
4 
The Roval Union has shown its unbounded faith in Kansas by establishing two branch ofhces t re 
: é : , : - : a ao 
handle its business from the Suntlower State—one office at Kansas City and the other at Wich: iS 
Kansas, home of many fine insurance companies, has shown its faith in the Royal Union Lite as qj 
ef 4 - > , . *- . . Z ° : 
manifested by the $17,000,000.00 of Roval Union Life Insurance in force upon the lives of “Su | 
4 : 2 22,8 i ee ’ . 1) 
flower Citizens 5 
ss 
’ 4 » : . . - . } el 
Both Kansas and the Roval Umion are growing every day S 
MS 
ia) 
Ss) 
~ 
is 
ya 
is 
ae | 
3 
| 
5 
| 
. | 
INSURANCE COMPANY 5 
oe | 
— 
S Des Moi I 3 
— es oines, iowa | 
= 
THT . ° . — ' 
000.0. C. TUCKER, President WM. KOCH, Vice-President D. C. COSTELLO, Secretary =| 








~~~ 


: ar a I RAR 


ht i 


EO OEE ND NPN Ny ~ +S 
DOLE AE WEE at he WA ea ees 








This 





17 


his 


. 


cities 


He 


work 
later 


tix 













THE 


NATIONAL 


UNDERWRITER 


October 2, 1924 

















LIFE INSURANCE EDITION 








Thursda: 


Published 
New 


Cincinnati 


retary; H. E. WRIG 


by THE NATIONAL UNDERWRITER COMPANY, Chicago. 
ork. EDWARD. J. GEM NF. 


THE NATIONAL*® UNDERWRITER | 
| 
| 


WOHLGEMU UTH, Secre 
idents: WILLIAM A. SCANLON, te wy wd FRANK. 


wo . President; jo 
and NORA ieee PAUL, Vice-Pres- 
W. BLAND, GEORGE 





C. ROEDING and O. E. SCHW. 


CINCINNATI OFFICE, 420 E. Fourth St.. 





‘OST, Associate Editor 


R. C. BUDLONG, Associate 
CHESTER C. NASH, Jr., Associate Editor 


PUBLICATION OFFICE, Insurance Exchange, CHICAGO. Telephone Wabash 2704 
Telephone Main 5192, RALPH E. RIC 
Py E. R. SMITH, Statistician ABNER THORP, 


] 

i NEW vor oe, 80 Maiden Lane, New York; Telephone John 1032 

| A. WATSON, Eastern Vice-President 

| NORTHWESTERN’ oF FICE: 307 Mw: Nationa! Bank Bldg. Des Moines, Ia. Tel. Market 3957 
J. M. DEMPSEY, Manager y 


itor 


HMAN, Manager 


Life I Service Dept. 





JR., Direct 











Subscription Price, $3.00 a 
} In combination with the National Tinde 





in Canada, $400 
Inderwriter (Fire and Casualty) $5.50 a year; Canada $7. 50 


a year. Single copies 15 cents 








Liberty or Equality, Which? 


Pror. W. B. BarLey, economist of the 
TRAVELERS, in his recent talk before the 
casualty meeting at White Sulphur 


Springs, used an illustration to show the 
difference between government policy in 
this country, and some on the other side 


of the water. 

He said, for example, that a govern- 
ment must decide whether it will have 
liberty or equality. It is impossible to 
have both, he declared. The United 
States has declared in favor of liberty, 
while the older nations are’ upholding 
equality. 

He illustrated the difference by a foot 
race in which 20 people participate. All 


start at the same time for the same goal. 
Some men have greater running ability, 
greater of physical endurance, 
their respiratory system is 

they There 


power 
stronger, 


are more agile. will be 


someone who will win. Others will tall 
behind different degrees. Every man 
has the chance according to his own 
ability and preparedness. That, he said, 
is liberty. That is the individualistic 
system. No person is held back. No 


one has an advantage over the other. 
The old countries would handicap the 

leaders so that all would come in the 

This would mean, oi 


at 
same time. course, 
that those with special ability, those who 
have fitted themselves for the 
would be held back to the gait of the 
least worthy. That is what a number of 
people in this country are trying to do 
today in preaching equality. There is 
equality opportunity, but in the at- 
tempt to reach the goal, some are better 
prepared and better able make a 
showing than others. Therein the 
difference between the two ideas 


race, 


of 


to 


lies 


When Life Insurance Is Needed 


death of his father, many 
man at the head 
with all the responsibilities 
young shoulders. 


THROUGH the 


finds himseli 


a young 
of a family, 
of a tather 
His death 


loss to the 


his 
mean 


upon 


might an even greater 


father’s, 
was still the 


family than his for 


when the father died there 


son to assume the responsibilities. The 
young man in this position realizes his 
It Is the Spirit 

Tue pir with which we do our we rk 


st. Of course cach man 





can do his best work in the line for which 
1 1 Dest apted but mar men never 
find that rk for which their qualifica- 
tions best fit t matter what his 
worr f 4 Lal } v¢ eT Ce ! Cad 
d or drt L t wort , le bh the 


shown 


be 
in which he can make 


responsibility, and can easily 
that the only way 


provisions for his dependents in case of 


his death is through life insurance. By 
providing for his mother and vounger 
brothers and sisters, the young man is 
building up in himself the qualities es- 
sential to success, the acceptance and 
proper discharge of responsibility 
That Counts 

spirit with which he does it \ man ts 
not measured by the job he holds, but 


him. If he 
of spiritual 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Col. Edward S. Ready of Helena, Ark., 
a member of the board of directors of 
Missouri State Life, died after sev- 
eral months of ill health. His condition 
gradually grew worse, and a short time 
ago amputation of one of his legs was 
due to a blood clot, the 
shock proving more than he could stand 
\t the time of his death, Col. Ready 
was president of the Interstate National 
Pank and of the New South oil mill. 
1 as a past president of the Interstate 
Crushers’ Association and a 
many civic and fraternal 


the 


necessa®ry, 


He w 
Cottonseed 
nember ot 
societies 
Mrs. Rose 
Swarzman of 
the Heartman 
\gency at Des 
Moines, la, 
for the Equit- 
able Life of 
New York, 
paid for $147.- 
000 in August, 
making a total 
paid for of 
5 so far 
vear. In 
she paid 
$251.750. 
Swarz- 
m ranks 
fiith in the entire sales organization for 
August out of approximately 6,000 
agents, and her ambition is to qualify 


1925 





MRS, SWARZMAN 


an 


for the $500,000 Club this year. Mrs. 
Swarzman started with the Equitable 
two years ago 


John Harding, Jr., one of the Magel- 
lans of the air who recently completed 
the first ‘round-the-world flight, is a 
policyholder in the Bankers Life of 
mn A policy for $5,000 of life insur- 
ance Was issued to him when he was 
a mechanical engineer at McCook Field, 
Dayton, O. The Bankers Life has the 
distinction of being one of only a few 
companies that have ‘round-the-world 
flyers as policyholders. 

Nearing the end of his long flight, this 
policyholder flew directly over the home 
offices of the company at Des Moines 
and its officers were out on the roof to 
wave him a greeting as he roared by. 


James E. Bragg, who resigned re- 
cently as instructor of insurance in the 
University of New York, to take charge 
of new life insurance training school 
for the C. B. Knight agency of the 
Union Central Life in New York City, 
has been a large personal producer and 
has also had a wide and successful career 
life insurance instructor. In Jan- 
uary, 1919, he entered business in New 
York after returning from army service. 
In May that vear he became agency 
manager for Sigourney Mellor, then 
general agent for the Provident Life & 
lrust In 1920 he reentered field work 
atter completing the Carnegie course. 
The fo llowing year he became the first 
executive secretary of the Life Under 
writers Association of New York, con- 
tinuing his selling work at the same 
time In October, 1922, he was made 
assistant to Griffin M. Lovelace in the 
school of life insurance training at the 


University of New Yorl 


ota 


as a 


o! 


Franklin H. Hazelton «of Portland, 


Me., who for 25 years was manager for 
the Equitable Life tor Maine and for 
the past three years an insurance broker, 
died last week in a Boston hospital after 
"an extended illness. Hle was 65 vears 
ol aye 

His first work was with the New York 
Lite. After some preliminary experience 
he was sent to Sioux Falls, S. D., where 
he remained for two years. He returned 


to become connected with the 
Equitable Life about 1895 and was made 
state agent. He proved a most success- 
ful underwriter and manager and the 


office made great strides under his dire 
tion. 

Miss Agnes Sausser, who has bee: 
cashier of the Chicago office of the 
Guardian Life of New York for the past 
six and one half years, has resigned 
Miss Sausser is to be married next 
month. She was formerly for sever: 
years cashier in the Chicago branch o: 
the Phoenix Mutual. She will be su 
ceeded by Miss Bertha Peterson, wh 


1e been with the medical 
Security of Chicago 


has for some tin 
department of the 


James L. Marchese has been a; 
pointed assistant manager of the benetit 
department at the head office of the 
Massachusetts Mutual. For some tim: 
he was in the policy department, and 
more recently he has been secretary t 
second Vice-President Loeb. 

o= 
General Agent A. A. Drew of the 


Mutual Benefit Life in Chicago will giv 
a complimentary luncheon next Monday 
noon, in honor of the new president o 
the company, John R. Hardin, who is 
making his first official visit to Chicag 

A number of men of that city heavily 
insured in the Mutual Benefit Life hav: 
been invited to meet Mr. Hardin. He 
will be accompanied by Oliver Thurman 
superintendent of agencies. 

October has been set aside bv the 
Fidelity Mutual Life agents in tribute 
to Frank H. Sykes, who was recently 
reelected second vice-president and has 
led the agency forces as manager since 
1919. F. A. Wallis of New York City, 
manager of the company there and pres 
ident of the Fidelity Managers’ Asso 
ciation, is in charge of the month’s pri 
duction. 


The Sons of the American Life Con- 


vention is one oi the recent organiza 
tions launched in the life insurance field 


It is composed of the sons of officers 
of member companies, who felt that 
they were rather left out at the Ameri 
can Life Convention meetings among 
so many older insurance men. The 
purpose of the organization is to bring 
together these younger men for better 


acquaintance and for social purposes 


The club has just been organized with 
eight members but it is hoped that more 


may be secured later. The officers are 
President, J. W. Stevens, IJ, Illinois 
Life; vice-president, John Cadigan, New 
World Lite; secretary, Merton Bigger 
American Life Reinsurance; treasurer 
Fed Simmons, Pan-American Life 
chairman executive committee, W. | 
Bixby, Kansas City Life. 

Thomas M. Baldwin, Jr., deputy 


superintendent of insurance for the Dis 
trict of Columbia, has been appointed 
superintendent to succeed Burt Miller 
who resigned several months ago. M1: 
Baldwin has been acting superintendent 
for the past six months and has 
deputy since 1922. 

Mr. Baldwin was born in Philad 
phia in 1873, and spent his early year- 
in Washington, D. C., and Laurel, Md 
Upon graduation from the Laurel Hig 
school, Mr. Baldwin entered the bus 
world and spent several years 1” 
work For 15 years he was 
Baltimore & Ohio railroad 
Miller’s resignation = stx 
Mr. Baldwin took over the 
duties of the office, as he was entirel 
familiar with the work and has now beet 
officially appointed to assume the post 


bee 


ness 
insurance 
with the 
Upon Mr 


months ano, 


Frank B. Bryan, Ir.. who has been act 
ing deputy, has now been promote 
‘1 sneceed Mr. Baldwin permanently a 
deputy 

A. B. Banks, president of the Hon 
I ife ot Litth Rock, Ark has hee 
forging his way forward in the rank 
of Arkansas tinanciers. His recent pur 


chase of the controlling interest in the 











yiim 


October 2, 1924 


\merican Trust Company of Little Rock, 


the oldest and largest bank in the state, 
1as added much prestige to his position 
ind he is now unquestioned as one of 
the foremost financiers in the state. 
Further plans contemplate a merger of 
the Southern Trust Company with the 
American Trust Company to form a still 
greater bank, with Mr. Banks as presi- 
ient of the new institution. 

Howell W. St. John, who for 40 years 
was actuary for the Aetna Life, was 
killed while walking along the New 
Haven tracks at Hartford. He was 94 
vears of age. He made it a daily custom 
to walk along the tracks but unfortun- 
ately got too near when a train passed 
last week. 


Dr. Willis Hatfield Hazard, editor of 
yublications of the New England Mu- 
tual Life, has published a booklet on 
the development of level premium mu- 
tual life insurance. Dr. Hazard’s work, 
which is published by the New England 
Mutual Life under, the title “The 
Fathers of Level Premium Mutual Lite 
nsurance,” is a brief study of the work 
f the men who developed the principles 
and laid the foundations of scientific life 
nsurance. It gives in concise form the 
essential facts from the history of the 
yusiness and furnishes a_ background 
ipon which the agent can base the 
vecessary knowledge in his field work. 
It is written in interesting style, a nar- 
rative rather than a history. 

Charles Van Studdiford, prominent 
St. Louis clubman and turfman and 
member of the $250,000 Club of the 
Missouri State Life, died at St. Louis 
Thursday, following an operation. He 
was 59 years old. rhe funeral was 
held Saturday, September 27. Services 
were held at St. Roch’s Catholic Church, 
and interment was in Calvary Cemetery 
[he active pallbearers were Edmund 
Burke, head of the St. Louis agency oi 
the Missouri State Life; Thomas F. 
Lawrence, vice-president of the com- 
pany; R. S. Kennard, George T. Priest, 
4. B. Walsh, Elmer L. Musick and 
Julius S. Walsh. The honorary pall- 
bearers, of which there were 50, included 
members of the St. Louis agency of the 
Missouri State Life and other close 
personal friends and acquaintances of 
the deceased. 


Paul F. Clark of Boston, third vice- 
president of the National Association of 
Life Underwriters, who was on the pro- 
gram of the Portland, Me., association 
Tuesday of this week, will address the 
New York association Oct. 14, if present 
ans are followed. 


John William Clegg’s mail has as- 
sumed immense proportions since his 
election to the presidency of the Na- 
tional Association of Life Underwriters, 
including in addition to communications 
trom other national officers, a flood of 
equests from insurance journals for in- 
formation and expressions of opinion, 
etters from men in the field and numer- 
ous appeals for speeches before local as- 
sociations and = other organizations. 
Even if he discontinued his own life in- 
surance work, it would be tmpossible 
or President Clegg to satisfy all the 
emands that are being made upon his 
Time 
The Philadelphia association plans a 
ousing tribute to him Oct. 9, National 
’resident’s Night, with a banouet at 
vhich the euests of honor will be Mr 
Cleeg and Edward \ Woods ot Pitts 
urgh, past national president and a 
ember of the national board of trustees 
The Baltimore association is eager to 
ear Mr. Cleeg at its meeting Oct. 16, 
it it is likely that, instead, he will at 
nd the American Life Convention at 
yew Orleans Oct 15-17 On Nov 13 
e 1s hooked to address the New York 
sociation, where he will be ereeted by 
laree turnout from the biggest local 
“ation mm the country Another 
er at the New York meetire is ex 
ted to be Senator Georee Wharton 
‘epper, general counsel of the Penn 
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The Pan-American Lifelnsurance Company 


Wants Four General Agents in Ohio 


Offices will be opened in Cleveland, Cincinnati, Col- 
umbus and Dayton. 


The men who secure these positions must be good 
personal producers and must know how to organize 
and manage an agency. They will be given valuable 
General Agency contracts with liberal financial sup- 
port. 


Pan-American service includes: 


Unexcelled Low-Cost Life Policies 
Substandard Policies for Under-Average Lives 
Child’s Educational Endowment 

Group Insurance 


All Forms of Accident and Health Insurance 


Address 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 


Capital, $1,000,000 Total Resources, $14,000,000 


Insurance in Force, $125,000,000 
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TEXAS 
AGENCIES OPEN 


| RESOURCES 
| Over One Million Dollars 


OUTSTANDING 
INSURANCE 

Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 Ist, 1923. 


























H. A. HOPF 
COMPANY 


MANAGEMENT ENGINEERS 





Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 


el 





Mutual Life and honorary member of 
the Philadelphia association. 

It is possible that Mr. Clegg will at- 
tend the second annual southern regional 
convention of his own company, the 
Penn Mutual, at Atlanta, Ga., Oct. 23-25, 
although this engagement is not certain. 
He spoke at the company’s eastern and 
midwestern regional conventions. 


The opportunities for a beginner in 
the life insurance business are shown in 
the case of Roy Green of the Union 


Central of Cincinnati. Mr. Green has 
been with the Union Central but a few 
months. He is an instructor in the 
schools which the government has in 
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country, but in his spare time has 
studied thoroughly the subject of lif 
insurance. This summer he decided 
put his studies into practice and during 
his vacation he solicited actively. The 
results were more than gratifying, 
in August Mr. Green led 
agents of the Union Central whose c 


the 





business 


tract had been in effect for a period 

less than one vear. His paid for busi- 
ness in August was $42,500, represent- 
ing closed cases Needless to Say, Mr 


Green- has been sold in the life insuranc: 
business tor this experience and as s 
as he can complete his work which 
has undertaken will join the profess 
permanently. 
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LAW IS MADE THE ASSOCIATE 


Known Producer of the State 


Mutual Goes With the Na- 
tional of Vermont 


Well 


Mare A. Law has been appointed as- 
sociate general agent of the National 
Life of Vermont in Chicago by Manager 


S. C. Woodard. Mr. Woodard became 
general agent three years ago and has 
developed a good organization. The 


agency has ranked second among all 
the agencies of the company in the point 
of paid for business, the first six months 
of the vear. 

Mr. Law has been associated with the 
Everts Wrenn general agency of the 
State Mutual Life in Chicago, being 
one of the chief producers in the office. 
lor seven vears Mr. Law was assistant 
to George Pick, who was general agent 
of the Mutual Benefit Life in Chicago. 
When Mr. Pick retired from the life in- 
surance business, Mr. Law left that 


agency. Mr. Woodard and Mr. Law en- 
tered the business while attending col- 
lege at the University of Wisconsin 
about 14 vears ago. 


Phoenix Mutual Appointments 


The Phoenix Mutual announces the 
appointment of new district managers. 
Miss Elizabeth C. Adams has been ap- 
pointed manager of the woman's branch 
of the Cleveland agency. C. T. Ballew 
of Hale, Mo., becomes district manager 
at St. Joseph, Mo., an appointment 
earned through his record with the com- 
pany since 1914. C. Hugh Blair of 
Pittsburgh has been named district man- 
ager in counties adjoining in Pennsyl- 
vania and Ohio, with headquarters at 
New Castle, Pa. William Kane becomes 
district manager at Geneva, N. Y. John 
M. Strait has been appointed district 
manager at Poughkeepsie, N. Y. 


C. V. Geren 

Chas. V. Geren been appointed 
general agent for Orange countv, Cal., 
ot the Great Republic Life, with head- 
quarters at Santa Ana, where he has 
opened on office on the second floor of 
the Spurgeon building. Mr. Geren has 
been connected with the agency organ- 
ization of the Great Republic for two 
vears and heretofore has been located 
at Long Beach, where he has made a 
splendid record as a personal producer, 


has 


his premium collections for this period, 
exclusive of renewals, being in excess 
of $22,000 Prior to his removal to 
Calitorma, he was a resident of Kansas 
and repre sented the Kansas Life and 
other companies in that state 


John Shayne and N. M. McNeil 


Che Capital Life of Canada announces 
the appointment of John Shayne to be 
district superintendent at Toronto with 
offices in the Manning Chambers. Mr. 
Shayne was formerly assistant manager 
at Montreal Phe Capital Lite also an- 
nounces the appointment of N. M. 
McNeil as manager of Cape Breton 
Island with headquarters at Sydney, 
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AETNA’S RICHMOND LINEUP 


James K. Dunlop and Cornelius B. 
Myers Appointed Life General 
Agents for State of Virginia 


James K. Dunlop and Cornelius 
Myers have been appointed genera 
agents at Richmond, Va., for the Aetna 
Life, their territory including the entir 
state of Virginia. The style of the firt 
is Dunlop & Myers. Both men had been 
with the Provident Mutual for a number 
of years. Mr. Myers went with this 
company in 1913 when John Moyler 
general agent for Virginia, moved his 
offices from Petersburg to Richmon 
and for several years had been associat 
general agent. Before joining the Prov 
dent Mutual, Mr. Myers was with 1! 
Mutual Life in Richmond, Charlotte, N 
C., and Wilmington, Del. Mr. Dunlop 
went with the Provident Mutual in 1914 
from another line of work, and soo 
developed into one of the best prtducers 
of the Richmond office. Several 
ago he was appointed district agent 
southside Virginia territory, but conti: 
ued to make Richmond his headquarters 

Heretofore, life business of the Aetn: 
Life in Virginia has been cleared 
through the Baltimore general 
of Meigs & Heisse. 


years 


agen 


International Appointments 


P. H. Michael of Mansfield, O., has 
been appointed general agent of the I: 
ternational Life. S. G. Anderson 
been appointed general agent at Cincin- 
nati. He has had 20 years experience 


} 
nas 


S. J. Herzberg 


Sidney J. Herzberg, for the past 15 
vears an associate of his father, the lat 
Joseph Herzberg, as Milwaukee ma: 
ager for Prudential, has taken over sole 
management, following dissolution of 
Joseph Herzberg & Son Compam 
through his father’s death. Death of th: 
senior Mr. Herzberg involves no other 
change in the Milwaukee representatio: 
for Prudential. 

Willis Herzberg, son of Sidney 
Herzberg, a recent graduate of the Uni 
versity of Wisconsin, and now associated 
with his father’s agency, will go to the 
home office Oct. 6. After a limited time 
there, he will go to New York to spen 
two months with each of the metrope! 
tan managers for Prudential in that city 
specializing m group insurance 


New Ohio General Agencies 


The Continental Life of St. Louis | 
announced the appointment of thre 
more general agents for the Ohio ter 
ritory They are Samuel W. Sturm 
Cincinnati, A. H. Miller at Genoa 


L. M Anderson at Coshocton 


Eureka-Maryland Appointments 


The Eureka-Maryland Assurance 
nounces the appotmntinent of G Step! 
LuBrew as general agent at Elizabet 
N. J Mr. LuBrew has been i 
insurance business for five 
has made an excellent record 

Wessels & Wingrove have bee: 


! weneral agents at Sal 


year 


pomter 











Vitmw 
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Md., to have jurisdiction over the entire 
astern shore of Maryland, Delaware 
nd Virginia. This is a young firm, but 
ne that has made a good record in its 
territory. E. R. Wingrove was for a 
umber of vears superintendent of traf- 

c on the eastern shore for the Chesa- 
eake & Potomac Telephone Company. 

S. Wessells, junior member of the 
rm, has been in the life insurance field 

r five years as an agent rhey will 
perate under the name of the Eastern 
Shore Insurance Agency. 

Joseph B. Detzel has been appointed 
veneral agent at Erie, Pa., having been 
vith the Travelers for several years in 
that territory. 


Life Agency Notes 


Maj. Charles A. Sherry, who retired 
= chief of police of Richmond, Va., Oct 
has joined the staff of Thomas P. Reyn- 
lds, manager at Richmond for the Pru- 
ential It is the belief of Manager 
Reynolds that he will make a first rate 
vroducer 
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CINCINNATI AGENTS RALLIED 





Mutual Life Field Club Held Annual 
Meeting for Agents in E. R. 
Ferguson’s District 


CINCINNATI, O., Oct i.—The 
Mutual Life of New York held its 
Field Meeting” for the Cincinnati 
gency, of which E. R. Ferguson is man- 
ger, last Thursday. Seventy-five 
‘gents qualified for this convention. 
One of the most interesting addresses 
vas that by Harry N. Wolf, the cashier 
f the Cincinnati office, who is an ex- 
vert on disability provisions, Consid 
erable time was also given to. spe- 
cialized services, such as monthly in- 
come and educational policies, while the 
topic of “Closing Business” was of un 
usual interest to all. Of those present, 
10 had qualified for the Mutual Lite 
Quarter Million Club. M. G. Geiger- 
man was the leader in this list. He 
discussed the selling of large policies, 
vhich is his specialty. One ot the most 
interesting speakers was Charles M. 
lowers, of Moore's Hill, Ind., who 
produced 142 applications in the past 


eight months. He told how he was 
ible to maintain consistent and con- 
tinuous production His record is all 


the more remarkable in that this town 


has a population of only three or tour 
hundred, so that he is compelled to 
cover a great deal of territory in In 


liana to secure his business. Another 
man whose record is rather unusual ts 
Davis Geyer. He has been connected 


with the Mutual Life for 20 years and 


is now cashing in, at the age of 79, on 
endowment policies which he placed 


with the company at the time he started 
soliciting for them. He stated very 
emphatically that he expected to 
ontinue writing insurance until he was 
100 and that his only regret was that 


the insurance companies would not now 
take him for additional endowment pol- 


cies to mature at 99 
Coteambus Agents Met 


Another section of the Mutual Lite 
Field Club was held in Columbus, O., 


‘last Thursday, over 50 representatives 


t the Mutual Life of New York gath 
ng for the one-day session. James A 
Church, Columbus manager, was im 
harge of the meeting and gave an ad 
lress of welcome in which he traced the 
istory of the agency, its accomplish 
rent and its hopes for the future. The 
salance of the program was a series ot 
talks on business getting methods and 
iwency problems by district managers 





nd some of the leading producers. In | 


the evening the agents met at the Desh- 
Hotel for the banquet, at which Mr. 
hurch was toastmaster and the two 
uests of honor were E. I Savage, 
uperintendent of insurance tor Ohio, 
d Harry L. Conn, former superintend 


| 
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Hit Him Where He Lives! | 


When Daddy says he has been thinking about some sure | 
method of building an educational fund for Roger, or a sav- 
ings system to provide a start in business for Luther, or a 
musical education for Marguerite, or possibly a dowry for 
Dorothy 





| Lincoln National Life men have the plan to present. 


| 
_ Itis the new JUVENII.E POLICY written on the lives | 
of children from one day old up to 14 years. | 


Issued as Terminal Endowments, maturing at ages 16 
to 20, inclusive, or as a Twenty Pay Life or Twenty Year 
Endowment. 


The full face value of the policy is reached on the anni- 
versary of the policy on which the insurance age of the child 
Is D years. 


Waiver of further premiums in event of the death or dis- 
ability of the father may be provided by the Payor Insurance 
feature. 


The father (or other person paying the premiums) con- 
trols the insurance estate until the child is 21 years of age. 


In event of the death of the child the policy is payable 
to the father. | 


No limit is set as to maximum amount. | 
This new JUVENILE POLICY completing the kit of | 
service tools for Lincoln National Life agents makes it pay to 
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Lincoln National Life 
Insurance Company 
“Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $325,000,000 In Force 
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Penn Mutual Conventions 


At our Eastern Regional Convention in September there 
were twenty-four Field speakers, and only five Home Office. 
They touched almost every phase of salesmanship,—prospect- 
gathering, income plans, mail plans, approach, closing, in- 
heritance tax coverage, etc. Star salesmen gave their standard 
sales talks. In brief, there was a comprehensive and intensive 
survey of salesmanship. 


This form of Convention is but one evidence of the modern 
metlod of instructional co-operation between our Home Office 
and Field. 


We have places for men and women who believe that con- 
stant life insurance education is as necessary as constant in- 
dustry. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 














| MUTUAL LIFE 


= GLO B INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE......... ....83 per cent 
Se Se PE. tn ce nesceeesesacesevancceu 31 per cent 
J Rk f > are ere 
SS OE PEs cn nnssecacsragecscccsoncesvees 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder ~ 

















HE Company with the personal contract offers ex- 

cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


H. M. HARGROVE, President 














INDIANA OHIO ILLINOIS IOWA MICHIGAN 


“TA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


KANSAS KENTUCKY MISSOURI NEBRASKA 








UNDERWRITER 


ent of insurance and now associate jus- 
tice of the supreme court. 


Unique Sales Contest 


A unique sales contest for the month 
of October will be staged by the Phila- 
delphia agency of the Guardian Life, of 
which E, J. Berlet is manager. The 
agents are divided into three teams, Ele- 
phants, Donkeys and Radicals, captained 
respectively by William Vernon (Re- 
publican), George Donnelly (Democrat) 
and J. Elwood Barrett (La_ Follette 
man). 


Mcrgan Agency Opens School 


insurance fundamentals and 
alesis school conducted by the 
VMoorgan agency of the Mutual Life of 
New York at Washington, D. ¢ 
‘ast week 

Thirty students were enrolled, all new 


o the business, and tar above the aver- 


The Inte 


ship 


1 
, Openec 


ge type. 
Thos. P. Morgan, Jr., president of the 
hool, presiced et the openins, 
\\ \ Winsbro dean of the school, 
ormerly professor at William end Mary 
‘ollege, and by Henry S. Baker, John- 
Morgan, Paul H. Primm, Law- 
Lampson and James Lee Bost. 


. ' 
assisted 


on R 
rence \ 


New Jersey Guard Group Plan 


\nouncement is made of the comple- 
ion of arrangements by which the 6,500 
nembers of the New Jersey national 
‘uard in active service will be eligible 
or lite insurance under the group plan 

The policy will be in full force even 
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though the guard is called into activ: 
service, and without any extra premiun 
charge. Neither will there be any rx 
trictions as to age, occupation or travel 

Included in the policy is the conver 
sion privilege, by which, should a mai 
‘eave the guard, he may, without medi 
‘al examination, convert the policy t 
ome one of the regular policies of the 
Prudential at the rates for the attained 


age, 





Ohio Agency Rally 


The northeastern Ohio agency of the 
Northwestern Mutual, John S. Marsh 
general agent, held its first annual meet- 
ing at Cleveland, with nearly 80 agents 
and their wives present. The home of 
fice was represented by John P. Davies 
educational director, and M. H. O 
Williams, assistant superintendent of 
agencies. Robert C. Lowe, district man 
ager at Ashland, O., presided at the 
business session. 

This agency, comprising 21 counties 
has shown rapid development, its pro- 
duction increasing from $1,000,000 in 
1916 to more than $4,000,000 paid for 
last year. The territory does not in 
clude Cleveland and Cuyahoga county 

Cincinnati Agency’s Meeting 

Frank Nurre, general agent for the 
Connecticut General in Cincinrati, had a 
meeting of his agents at Milan, Ind., 
last week. The agents were in session 

r three days, discussing sales problems 
and going over carefully all Connecticut 
General policies. Mr. Nurre is building 
nroeressive and growing 
agencies in Cincinnati. 


one of the 
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RENEW NEBRASKA GUARD ROW 


Local Companies Question Governor's 
Veracity in Statement Regarding 
Group Cover 


LINCOLN, NEB., Oct. 1.—Another 
‘hapter in the controversy between the 
Omaha Association of Life Insurance 
Companies and Governor Bryan was 
\ritten this week when the officers of 
the association gave to the press a 
sharply worded letter in which the gov- 


crnor’s veracity was questioned, and the | 
query again put to him why the nationa! | 


iard group life insvrance was placed 
ith a foreign company without first 
‘eing submitted to Nebraska companies 
\nswering a previous query the gov- 
rnor had said that the state was not 
nvolved in any plan of national guard 
"surance, that none of its officers had 
nything to do with such insurance, that 
if anything had been done about it by 
\djutant General Paul it was in his 
personal and not his ofticial capacity. 


Signed nas Adjutant General 


However, the detailed plan covering 
the group writing, printed and _ circu- 
‘ated among the guardsmen, bears the 
signature of Mr. Paul as adjutant gen- 
eral, is printed on a fac simile of the 
‘etterhead of the adjutant general's de- 
artment and bears a reproduction of 
4s signature as such officer. It is 
ddresed to®all members of the guard 
ind starts out with “Pursuant to recent 
legislation, arrangements 
have been made,” etc. 


} 


cT nIssive 


Question of “Permissive Legislation” 


(,eorge Davies. representing the 
Metropolitan, told Mrs. M. A. Fairchild, 
head of the insurance department, that 
the “permissive legislation” referred to 
was of New York origin, and had in 
contemplation just pronosition 
is he was presenting to the Nebraska 
ruard The New York law permits the 
“commanrdine general” of a state guard 
‘o be desienated as employer, but there 
is a auestion whether the Nebraska ad 
utant general is the commanding gen 
eral under the form of organization in 


such a 





this state, the governor being designated 
as the commander in chief 


M. J. Higgins Resigns 


M. J. Higgins, general agent of the 
People’s Lite of Chicago, resigned at a 
meeting of the directors of the company 
Friday. Mr. Higgins’ contract covered 
the entire business operations of the 
company. It is understood his succes- 
sor will get the same contract. The 
People’s Life, organized in 1908, has 
about $8,000,000 in force, issues non 


| participating contracts and is entered in 


Illinois and Indiana. 





Omaha Companies’ “Ad” Campaign 


The Association otf Wmaha Insurance 
Companies has approved plans for a 
campaign of institutional advertising in 
the interest of Omaha. The campaign 
has been very carefully planned with the 
object of putting before the people the 
merits of the several companies having 
home offices in that city, which offer 
about every kind of insurance that may 
be written on lives and property. 


Entertains Minneapolis Rotarians 


Over 250 Minneapolis Rotarians wer« 
guests of the Northwestern National 
Life at the new hone office building last 
Friday, with the directors of the North- 
western National Life as guests of 
honor. C. T. Jaffray, president of the 
Soo Line, chairman of the Agricultural 
Credit Corporation and a director of the 
Northwestern National Life, gave the 
princinal address. Mr. Jaffray discussed 
the financial conditions of the North 
west, and reviewed the work of the 
efforts to improve the situation of 
northwest agriculture. 


Need Not Pay Attorney Fee 


The Nebraska supreme court bas re 
virmed its bolding in the case of Gip 
on vs Metropolitan Life on the oues 
tion of whether an attorney's fee of $100 
ean be charged against a company tl! 
does not move fast enonvh to sit the 
lawver The covrt says 
that where a comnanv has offered to 
pav a claim on furnishing of prope! 
proots, where it has, on receipt ol the 


"Othons ol a 
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in Enid,Oklahoma 


and assist you to build up our 
general agency in this thriving cits 

Oklahoma. 
Back of you als will be the 
strength of our company—one oi 
the most prosperous the West, 
whose assets, in proportion to lia- 
bilities, are greater than those of 
iny other large company in the 


same field, and whose insurance in 
force is in excess of $125,000,000. 
Consider these facts of record, and 
the possibilities of immense future 
achievement. Can you qualify for 
a part in it all? You must be a man 
oi great personal production, of 
financial responsibility of high social 
standing, and capable of earning at 
least $10,000 per vear. 


If you merit this position, we will give y 


1 contract direct with the home office, to 
include a liberal first year commission 
renewal commission, a collection fee, an 
fice allowance and siness-developme 


illowanct 








Write us fully about y Ad 
dress K-40, c/o the Nat riter. 
NOTE: We also have ar at 
tractive, special contract f g sales 
man whose experience ] i 








ASSISTANT ACTUARY 


Wanted by mutual company 
with more than $150,000,000 in 
force. The position should be 
especially attractive to a man 
ability. 
Give complete information in 
letter to K-47, care of National 
Underwriter. 


who has secretarial 











HOME LIFE INSURANCE CO 


New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 

Bene TEED ccocsccsccsosecece 7 666,858 
Payments to  Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 
Dividends, etc. 
Increase in Assets........... 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force..........- 
Admitted Assets 


FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 
Bullding 
CINCINNATI, OHTO 








WANT ADS 
in The National Under- 
writer are read every week 
by thousands of interested 
that’s why 
they are result getters. 


1 inch $5.00 


insurance men 


LIFE INSURANCE EDITION 


| proofs from its agent sent the same to 


the home oftce where they are re 
learned within a reasonable time, and 
where before answer day the cot ipany 
has admitted its liability and offers to 
contess judgment and pay, no attorney 


23 





tee will be allowed rhe testimony | 
showed that when the local agent offered 
t hel he attorney prepare the proots 
ot loss he took this as a reflection on 
his capacity and began suit at the end 
( t ivs ’ 








IN THE SOUTH AND SOUTHWEST 








PAN-AMERICAN LIFE’S RALLY 


More Than 100 Agents from Louisiana 
and Mississippi Attend Conven- 
tion at Home Office 





NEW ORLEANS, LA., Sept. 30 


More than 100 agents of the Pan 
ican Life 


" | 
the annual agency 


, 
gathered here ast week 


convention for the 





field men in Louisiana an 

The Pan- America! was the 
agents for a three days the 
home office, the business sessions of the 
convention being held at the St. Charles 


While here, the agents were given an 
intimate knowledge of the workings of 
the home office The entertainment 


program provided n novelties, i 
cluding the dinner dance at the Southern 
Yacht Club. 


any 


The subjects of the talks at the busi- 
ness sessions dealt largely with the 
relations of the home office to the field 
Round table discussions were held on 


subjeets, including income in 
accident and health and various 
Dr. E. G. Sim 


spe cial 
surance, 
departmental problems 


mons, president and general manager, 
presided at the sessions in the absence 
of President C. H. Ellis Among the 
speakers were Eugene J. MeGivney 
vice-president and general counsel; Dr 
Marion Souchon, vice-president and 
medical director; James E. Woodward, 


secretary, and F. W. Gleason, treasure: 

Miss Bertha B. McFarland, supervisor 
of agents in Louisiana, led one of the 
round table discussions Talks were 
also given by C. D. Carey, superin- 
tendent of agents, and Ted M. Simmons, 
manager of the nt and health de 
partment. 


icciase 


Day Offers Trophy 


C. Cc. Day, president of the Oklahoma 
Association of Life Underwriters, has 
offered a permanent award to be made 
in June, 1925, to be known as the C. ( 
Day Trophy Che terms of the presen- 
tation by Mr. Day are 

“The trophy 1s be awarded to the 
member of this association who has, in 
the estimation of a special committes 
consisting of George Lackey, Charles I 


Sykes and J. Gavle Windsor, during the 
present vear, granted the greatest serv 
ices to the association or to the « ‘ 
of lite insurance 


“This can constitute duties pertorme: 


any act ot self sacrifice or set 














connection with lite imsurance or its ap 
plication to human needs: anv original 
idea, the development of which has re 
sulted in turthering Ite insurance serv 
ce, either educational, Ie gis! itive 
humanitariar or any other service or 
activity deemed worthy by the commit 
tee.” 

The plan follows that e He 
Trophy at San Francisco 

Teachers to Fight Group Plan 

Suit to determine its legal right 
buy $850,000 ot lite insurance t eacl 
ers the public schools « San At 
itomio, Tex vill be iced by the | ird 
ot education should it carry through its 
group msurance pla The Sar An 
tonio Teachers’ Counc has requested 
its attorney to look up the legal aspects 
ot the proposed action of the board 

Fairly widespread sentiment among 
the San Antomo teachers agaimst the 
group insurance plan has been reported 
Most of them teel that they would lke 
more money for their services rathe 
than have beneticiaries receive itter 
they are dead They say the $1,000 in- 
volved in the imsurance policy each 
would receive under tl e school be ird 





MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 


service. Our agents interview interested - 
pects ple who have written the ficad 
Office for information. 


Fidelity is a low-net-cost company operat - 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 

















program would be of much more benefit 
to ther “ 

Choice of a company to write the 
policies the 850 school teachers of | | 
the syste will probably be announced | | 
! board next week 

Life School at Richmond 

Che newly established life insurance | 
se 1 at the University of Richmond 
opened with an enrollment of more | 
tl 0 and started off under bright |} 
auspices rhe school will be conducted 
unde direction of Professor Harris | 
of the university. Sessions will be held ! 
twice a week at night and it is planned } 
to have men of national prominence in | : 
the life insurance business deliver lec- | 
tures from time to time throughout the | 
tern It is also planned to establish a | 
day school next year to run parallel with | 
tine nig school General agents of | 
Richmond held a meeting the other day 
and pledged their hearty support to the 
schoe! 


superintendent ot 


WeNncie or the Sun ife of Canada, 
spent several days in Richmond this 
week ;. oi necti with business otf 
his compa At the conclusion of his 
visit he lett by motor for Hot Springs, 
Va ccompanied by Joseph N. Willis, 
Jr.. a member of the Richmond agency 
staff and one of the company’s big pro 
ducers in Virginia. From Hot Springs 
he returned to the home omece it 


Montreal 





Stephen M. Babbit 
President 


Hutchinson, Kansas 








New Companies in Oklahoma 





The Security Lit Tulsa, formerly 
operating as a traternal under the name 
ot the Security Life Insurance Associa 
tion, has been lhecensed in Oklahon a 
M. C. Perara is president and William 
\. McCauley, secretary 

\ fraternal for colored peopl was 
licensed under the ume of Liberty In 
dustrial Association of Tulsa, with Ag 
nes | Hall, president and William 
Curr secretary, was also heensed 

Southern Notes 
The Cotton States Life of Nashville 


has been licensed in Kentucky 





MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 
TI a (ene ral 


STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST CK! WRITE THE HOME OFFICE 


Then w ak 
¢ Agency i HOMIE 














Despondency resulting from Ill health 
is believed to have prompted R. Taylor 
Hoffman agent at Richmond for the 
Equitable Life of New York, to attemprt 
suicide by jumping into a lake In Rich 
mond Doctors feared for a time that} 
Pneumonia would develop but their 
fears proved ungrounded For several 
years Mr. Hoffman has been one of the 
big producers for the Equitable in Rich 
mond He is a former vice-president of 
the Riechr nd Association of Life Under 


writers 


Calls “Hospital Bond” Accident Policy 





BOSTON, MASS... Oct. 1 Commissionet! 
I Monk has notified tl National Surety 
that n his opinion the hospital b d 
seld tl ‘ npany is in effect a policy 
f ice or health insurance and that 
t can not be offered for sak r sold in 
Mass ~ ! it has t roved 
| 1 comp s WwW s ym 108 f 
\ setts SU Wwe 


The Accumulation Policy 
is a combination of 
and investment in a 


Specimen Rate 
Age 35...... $31.90 per $1000 
The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Des Moines, lowa , 


insurance 
hew sense. 











Eureka-Maryland 


} C. MAGINNIS, President 
. BARRY MAHOOL, Vice-President 





Of BALTIMORE, MD. 


Incorporated Under the Lawe of Maryland, 1062 


WE ISSUE 
Standard Ordinary and Industrial Policies 


LW 


Assurance Co. 


.. Secretary. Tressurer 


De. J). HF T, Medtes! Dérecter 
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This is No. 11 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 

















Michigan Mutual Life Building 


Opportunities 


You have been told repeatedly that opportunity knocks but 
once. If you heed the knock, all is well; you are a success : 
if you don’t, vou are lost. Nothing is further from the truth. 


Opportunities knock today, tomorrow and every day. They 
are not all the same. Some are better than others, but the 
fact remains, they are opportanities. ‘}he man who makes 
the most of each one is the man who will be a success. And 
the company which realizes this, which provides the agent 
with the necessary help to make the most of every oppor- 
success. 


tunity will also be a 


the Michigan Mutual and its 
know that opportunities 
it large 


You have the reason why 
successful. 
and they 


They 
never overlook one, be 


are so 


dav, 


agents 
knock every 


or small 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 


























The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 























| PACIFIC COAST AND MOUNTAIN FIELD 








HANDS TIED ON FRATERNALS 


Washington Supreme Court Ruling 
Prevents Commissioner Fishback 
from Enforcing Rulings 

In a majority decision of the supreme 
court at Olympia, Wash., the Neighbors 
of Woodcraft, a fraternal, wins out in 
the first round of its appeal from an 
order of Commissioner Fishback, seek- 
ing an injunction. 

While the decision of the lower court 
had been to sustain the demurrer in be- 
half of the commissioner and dimiss the 
proceedings, instructions of the high 


court are to overrule the demurrer, 
thus sending the case back to trial on 
merits. 

The action was brought by the 


Neighbors of Woodcraft seeking an in- 
junction restraining the commissioner 
trom canceling its license, interfering 
in any Way with its continuing business 
as heretofore carried on, or attempting 
to enforce any order theretofore made 
by the commissioner requiring that the 
contributions of new members be kept 
separate and apart from the other_funds 
ot the society, making such new mem- 


bers a separate class, and in effect, so 
far as the insurance features are con- 
cerned, a separate and independent so- 
ciety. 


A minority opinion, sustaining the 
action of the insurance commissioner, 
was filed by two members of the court. 


Penn Mutual Coast Meeting On 
third 


Che annual 
convention of the 


western regional 
Penn Mutual Life 
opened Tuesday at Los Angeles for a 
three-day run at the Biltmore Hotel. 
Attendance is based upon production 
records, in addition to a small delega- 
of home-office officials. In charge 


tion 

of arrangements are Will G. Farrell, 
Joseph FI. Grant, John B. Duryea and 
Seth B. Thompson, all tield men, and 


kalph Humphreys, assistant to the vice 
president, and Joseph M. Conover, pur- 


chasing agent, both of the home office. 
Savage Goes East 

\V. H. Savage, vice-president of the 

Great Republic Life, left Los Angeles 

last Monday on a trip east as tar as 


Orleans, where he will attend the 


New 


annual meeting of the American Life 
Convention and also visit his brother, 
A. M. Savage, general agent of the 
Aetna Life in that city and head of a 
large general insurance agency. Mr 
Savage will be accompanied by Mrs. 
Savage and stop at Kansas City and 


other points in Oklahoma, Arkansas and 
Texas. Following the convention Mrs. 
Savage expects to visit relatives in 
Texas, Kentucky and Florida, returning 
to California via the Panama Canal, 
while Mr. Savage will devote the re 
mainder of October to agency meetings 
in Texas, Arkansas and Missouri, re 
turning to the home office about Nov. 1 


Seattle Man’s Unique Bet 


Friends of Charles C. Thompsor 


Seattle manager of the Metropolita: 
Life, are following with interest a 
unique bet between Thompson and a 


Seattle advertising man. Both are divi 
sion leaders in the Community Chest 
campaign now under way in Seattle and 
which one 


the two are racing to see 
can collect the most money in the six 
days of the campaign. The loser has 


to wheel the winner down Second ave 


a highly decorated wheelbarrow 


nue in 

equipped with an automobile horn 
which will not be allowed to stop for 
traffic signals and the horn must be 


honked three times in every block, after 
which the chauffeur is to make three 
outcries of “taxi.” The winner reserves 
the right to ride in the wheelbarrow. 


Licensed in California 


The Massachusetts Protective Life of 
Worcester, Mass., has been licensed in 
California. H. C. Bradbury has been 


appointed manager 


Gurney May Start Life Company 


Ek. R. Gurney, who was president of 
the now defunct Lion Bonding & Surety 
of Omaha, and who has been very su 
cesstul in the lumber business at Baker 
Ore., since leaving Omaha, is planning 
to organize a new life company t 
Oregon, according to reports received 
from that state. Before going with the 
Lion Bonding, Mr. Gurney was _ vice 
president of the Central National Life 
of Lincoln, Neb., which company was 
later sold to the Central States Life ot 
St. Louis. 


i 








IN THE ACCIDENT AND HEALTH FIELD 








TYPHOID FEVER AN ACCIDENT 
Appellate Court Hands Down Decision 
Upholding Lower Court in Pacific 
Mutual Life Case 





The appellate court of Los Angeles, 
Cal., has affirmed a decision rendered by 


the circuit court there against the Pa 
cic Mutual Life holding that typhoid 
fever is an accident. 


special ac- 


The policy was a railway 
he assured 


cident and health contract 
died from typhoid fever, caused from 
drinking polluted water. The _ benefi- 
ciary stated in the proof that the death 
was caused solely through external, vio- 
lent and accidental means. The court, 
in review, said: 

“Typhoid fever is a disease, and, as 
stipulated, it is idiopathic—that is, a 
primary disease, not preceded and occa- 
sioned by any other is due 
to a specific germ, which is ordinarily 
taken into the system with food or 
drink \ death by typhoid can not be 
regarded as accidental unless it appears 
that the disease itself was occasioned by 
accidental means. The means by which 
disease is acquired being the entrance of 
the typhoid baccilli into the system, if 
the such entrance are acci- 


disease It 


means ot 


dental, the resulting typhoid fever and 
its fatal effect may also be said to be an 
accident.” 

This is in keeping with the recent de 
cision of the Ilhnois Supreme Court ir 
the case of Annie Christ vs. Pacific Mu 
tual Life in which the court practically 
held an accident policy is liable for ty 
phoid fever. In this case, William 
Christ carried a special accident policy 
The jury declared that the death was 
due to accidental causes, as a result of 
Mr. Christ drinking contaminated 
water 

The case was taken before the circuit 
court on stipulation of facts which found 
for the plaintiff and ordered payment oi 
the policy. The Pacific Mutual appealed 
the decision but the decision was 
tained by the appellate court. Again at 
appeal was taken to the Illinois Suprem: 
Court. \ petition for rehearing was 
filed but this was denied by the suprem« 
court 


sus 


Report on Great Northern 


rhe Illinois department has made its 
report on the examination of the Great 
Northern Casualty of Chicago It 
writes only accident and health business 


The examination is dated as of July 1 
Its premium income for the six 
months amounted to $19,001 rhe te 
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tal income was $21,719. It paid in 
losses $7,864. The total disbursements 
vere $12,688, the assets $9,968 and the 
surplus $8,567. 

he examiners say that all just claims 
were promptly paid and adjusted. The 
reports says that from an investigation 
it the disbursements, it was determined 
that the organization was run in a rea- 
sonable, economical manner. The chief 
Xaminer made some suggestions in 

former examination as to practicing 
conomy and these suggestions, the re- 
ports says, have been followed. 


Organizing New Company 


The Inter-Northern Mutual Casualty of 
Chicago is in process of organization 
inder the mutual act of 1915. The articles 
if association were approved Aug. 25, and 
the proposed company now has a right to 
secure applications for policies Imme- 
liately upon securing the necessary ap- 
plications as required by law the Depart- 
ment of Trade and Commerce will be 
notified and an examination will be made 
and if the examination is satisfactory, 
icense will be issued authorizing it to 
transact accident and health business. 
The incorporators are Otto Heyer, J. B. 
Collins, R. A. Hamilton, Fred K. Weston, 
M. E. Daniels, Ray I. Hardin, C. O. Brown, 
\ug. Groenwald, Joseph J. Kunz, Frank S 
Schmidt, George Leupold, Alex Ferguson, 
Geo. W. Sarantakis, Arthur L. Matschke, 
jas. B. Symons, Theodor Ahlborn, C. Mc- 
Crave, T. H. Kramer, Joseph Doran and 
Dave Twitchell 

Drive for Disability Business 

The Commercial Casualty of Newark is 
making a special drive for disability in- 
surance during the close of 1924 A spe- 
cial 10 percent bonus has been offered to 
igents for new accident and health busi- 
ness produced from Oct. 1 to Dec, 31, The 


bonus will apply only on new business 
ind premiums for health insurance to be 
subject to the bonus must be on policies 
with at least 14 days health coverage 
+ liminated The Commercial Casualty 
travel accident and unique aut obile ac- 


dent policies will not count 


Launches “Football Contest” 


\ “football contest” is being utilized 
by the Old Line Life of Milwaukee to 
stimulate business in October, offering a 
bonus for each “touchdown.” The method 
of scoring is as follows: $1 in monthly 
remiums represents 50 vards, while the 
ame amount in quarterly, semi-annual 
und annual premiums respectively rep- 
esent 30 yards, 20 vards and 10 yards 
\ touchdown is equivalent to 100 yards 
For each touchdown, the player” re- 
eives a bonus of 50 cents All players 
spectators, is the slogan of the 
ntest 


Launches Fall Accident Campaign 


The Missouri State Life has inaugur- 
ited a fall campaign for accident business 

cover the period Sept. 15 to Oct. 31 
nd is offering prizes of $100 and $50 in 
three classes for its agents in addition to 
bonus award of 5 percent on premiums 
or $150 to $250. 8 percent on premiums 
for $250 to $500 and 10 percent on pre- 


niums of $500 to $1,000 and above The 
classes are Winners of former contests, 
sents whe qualified for bonus in former 
contests and, lastly, all other agents 


New Company in Texas 
DALLAS, TEN Sept gu Dallas has 
nother insurance company. It is a health 
nd accident company on _ the mutual 
an and is known as the Southern Trav- 
elers Association J. V. Hardy is active 
anager The usual lines of health and 

ident policies will be written 


ROUND TABLES TAKE 
UP OFFICE PROBLEMS 


(CONTINUED FROM PAGE 4) 


the field was brought out in state 
ents made by some otf those who took 
art in the discussion In the case ot 
me agents, known and trusted, there 
s never any delay on account of lacking 


spection report These agents do not 
now this, but the reputation and stand 
x thev have gained with their home 


thee gains tor them this differential 
reatment. It is a fact that some “border 
line” cases are passed on the strength 
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ot the signature on the line signed by the 
agent In other words some agents are 
known to be in the class that never 
attempts to “put anything over” on the 
home office and they are trusted ac INVESTMENTS 
cordingly. 
No longer, as a rule, is the general . 
agent in ignorance of the identity of the | Safe Profitable Satisfactory 


inspe 


better than when mail was sent to a 


ctor and it seems to work out 


Selected First Farm Mortgages on unexcelled security 


postothce box and the recipient was not 
known personally, in the best diversified farming sections of Northern 
There were over 40 present at this Illinois and Missouri 
conterence and others dribbled in dur : : E : . 
ing the meeting and stayed to the end Highest interest earning consistent with Salety. 
and it was very evident to those who Our record for efficient and satisfactory service is the 
noted the proceedings that the present It of tw _ 
ioe eels tek’ meee Mane eee Tn result of twenty-five years experience as Financial Cor- 
the issuance of policy contracts is grow respondents for large Eastern Life Insurance Company 
ing and attracting more attention than and general mortgage brokers without a loss. 
ever betore el Information regarding borrower, security and titles 
age a ranteed. 
Mutual of Illinois in Iowa gua ; ; 
nis aikcak tilt, cal Ekta. tun deen References and list of offerings furnished on request. 


entered lowa and announces the appoint- 


ment 


ing ad 
hess 


Both 


starte 


ago, 


is not only a big personal producer, but 


has t 
how 


of Warren Sankey as state agent 


ei oad teeth teosiee eal toes Hoffman Mortgage Company 


evoted the greater part of his busi 
life to that branch of insurance 
Fg Ag ye Central National Bank Building 
d out from Leon, Ia.. many years St. Louis, Missouri 
have won especial recognition He 


he ability vo tell the other fellow 








to do it 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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OUR FIELD 


Over a million and a half 
paid to policyholders in this 


Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 


good man. 
We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


boiled’’ on advances. 








Policy Literature, Rate ks, etc. 





PRICE, $3.50 and $2.00 respectively. 


Supplementing the “‘Unique Manuai- 
Digest” and “‘Little Gem,"’ Published Annually in May and April respectively. 








CONTINENTAL’S NEW POLICIES 


Very Low Net Cost Shown in New 
Forms and Many Other 





MUTUAL BENEFIT DIVIDENDS 


Announce 1925 Scale of Payments to 
Policyholders, in Addition to Those 


territory 


Published Last Week 


Changes Effected 





OLUMBIA LIFE 





























At the annual agency convention of [The Mutual Benefit Life announces 
INSURANCE COMPANY the Continental Assurance at the home the jiollowing representative dividen: 
wee? P ; office in Chicago last week, the com- payments for 1925 on 25, 30 and 3 
Cincinnati, Ohio pany announced several important pol- year endowment and 5 year term poli 
: icy changes, including the following: | cies: 
S. M. CROSS, President A new commercial ordinary life and Twenty-five Year Endowment 
commercial 20 payment life policy; Issued at Are a 
ordinary life endowment 85; 20 payment Div. 21 _ 25 30, 35 40 

life endowment 85; and joint ordinary } $3.20 S544 $9 ‘: ett 06.36 $8.4: 
R YOU HERE life and joint 20 payment life policy.| 3 600 623 654 692 7.43 9.42 
READY FO These policies may all be sold on Con-| 4. 6-41 $.64 6.95 7.33 7.85 9.94 
, tinental’s monthly premium payment) ¢ My Hs “50 775 «8:19 eH 7 Hy 
Voting “edt roy ye wou and snakes you eumey. plan. Continental increases its writing 7 7.74 7.95 824 864 9.22 11.56 
Gonmrtunity-—entieained with a growing, progressive company. limit to $100,000 and a number of pol- ° ~se eh 918 yt Bag! +¥> 
Field—Mimnesota, South Dakota, Iowa, Lllinois, Nebraska, Missouri, Kansas, Oklahoma, icies have already been written for that 10 920 9439 467 10 09 10:75 13 24 
a and spend right along with our energetic salesmen—to INSURE them amount. _Continental policies will now + Rags B . oe 19 Lt f 7 29 a3 8: 
success. contain liberal trust fund option guar- | 13 jo 80 jos 11.27 1172 1242 14.87 
anteecing 31% percent interest and such 14 11.37 11.55 11.84 12.30 1302 15.55 
NATIONAL FIDELITY LIFE surplus interest as may be declared from 15 11 96 12.14 12.43 12 90 13.63 16.13 
time to time by the company.- The +7 "+ 1th 7 es et yer tpt 
Insurance Company company has no intention of making a 1s 1387 14.04 14.35 14.83 1553 17.87 
, : : rofit through the handling of trust 19 14.55 14.73 15.03 15.51 16.19 18.4¢ 
Mea Giese Genus Chip, Sheu oadis at cost as a service to its policy- | 7 15.26 15.44 15.74 16.21 16.86 19.0 























Ralph H. Rice, President holders and_ beneficiaries. Instalment Thirty-Year Endowment 
options are now provided in Continental 1 $5.11 $5.36 $5.69 $6.07 $6.55 $8.37 
rr ~ +9 policies by which proceeds of policies! 2 5.41 5.66 5.98 637 687 8.82 
SAFE AS A GOVERNMENT BOND may be distributed over any number of §$ #45 fon ao toO 54875 
years from one to thirty on monthly, 5 6.37 6.66 6.92 7.32 790 102 
quarterly, semi-annual or annual basis. 6 6.71 6.93 7.24 7.67 8.26 10.71 
en _— may hogy be a 674s) (CG 03 «838 04 + 5 
roviding or payments on montnlyv in) 7.78 74 8.31 8.76 45 » 
LIFE, HEALTH, ACCIDENT2*° MONTHLY INCOME INSURANCE. a for &. 10, 15 or 20 years certam|10 81¢ 8: Ry 
CONTRACT FOR FACTS and as long thereafter as the beneficiary ts a -s 4 oe hae : +- +: ~ 
A lives. Factors are also provided in the 43 37 957 990 1041 1125 14.22 
Openings Ohio, Ind.. Ky., Mich. W. Va., Tex. and Okla. Write Columbus policies for commuting these instalments 14 9.80 16.00 10.32 10.87 11.72 14.7: 
to quarterly, semi-annual or annual + + es + + 10.48 + = tes + - 
ile titi a. ae ee = basis. Figures are given for all beme- 37 i118 1138 11:74 12533 1322 16.24 
. ficiaries from one to 85 years of age, 18 11.67 11.87 12.24 12.85 13.73 16.74 
Capital $200,000 inclusive. With these new policy forms 1% 12-19 12 bea 7 _ 1429 1.24 
practically any form of settlement option ~ wai ; 4 i ais 
can be secured without the necessity of Thirty-five Year Endowment 
a new contract. 1 $5.04 $5.29 $5.63 $6.00 $6 51 
Substandard Business 3 52 78 6.1 , é 50 a 07 
4 5.78 6.02 6.37 6.77 7.37 
| Substandard business will be issued 5 66.04 6.28 6.63 7.04 7.67 
far as possible on the ordinary life! 2 M2) te eS 
ind 20 payment life forms, endowment gs ¢'x; PNT 4 792 8.66 
jf at age 85 The Continental’s 60-day 9 7.15 = 7.38 7 8.23 9.0 
| eggeie. period disability clause may now oy : 75 oo. e+ - a os 
| e€ written in amounts of $10 or $20. , g ae 83 Pr 9°23 10.1 
if per month, The limit is $250 per month | 13) 8.39 8.62 01 9.59 10.58 
if of disability coverage, which may be + eos et 4 +3 
j pr! vided either by $25,000 of life insur- | Ts , 12 Ce ag 10-76 11 g4 
nce with $10 a month disability, or | 17 79 10.04 10.48 1.18 12.28 
£12,500 of life insurance with $20 per | 4 +4 18 +¥ 10.88 1% + tet 
month disability Double indemnity | 5) 3048 14/2 : 12 49 13.6 
jf may be written up to $25,000. For all ei 
disability benefits except the 60-day | Five-Year Term 
waiting period and the $20 a month | 4sea . =H rd ith ‘ 
disability, women will be accepted on j.o;>" Lap es 17 pg ag a 5 
thre ime basis as men : hae 1" 81h 217 s 
— : eae 21% . 255 1 49 
HE life insurance agent who Rates on New Policies ' 17 19 8.20 
wishes to obtain the representa- oy - Ct companys a eee ar my BD 
e ° . | mercia ordmary ind 20 par te Do “ > 3.24 
tion of a reliable and pre-eminently Sl dles ote SEOS ade os talisers ‘ e ee ee 
honest company will find The Gem | . o- | 30 * 6 R27 387 ‘ 
ae on *. ° ° Ag Ord Pay wor Ord Pay 31 7 4.9% OX S 
City Life admirably suited to his 019.92 38.....992.87 $29.75 | 32 $26 ROK RBS 
needs. The Gem City will equip its + tp ee 3.10 30.54 | 34 , 20 
agents to write all forms of personal ay? ~ ern = i gle ng FS 3300 831 3 
: 0 on 4/ { nf 07 } 7 , " ‘ 
protection and in one good strong " 13.48 20.72 43 230 34.21 1 38 : i 
| | 106 S46 4 | 7 . 7 
company. ( 1.40 (7 BH.39 | 4a i 8 1 35 
. 14.4 1.76 4¢ 1.1 7.56141 ‘ ® rT re 
a ; 14.7 14 4 6 S81] 4 ' $42 
There are exceptionally good oppor- | blo) B25R 4K (15 40.15 | 43 . B42 345) San 
was : " f 18 2.92 49 82 «41.57 ] 44 { ' 49 
tunities for agents and general agents an - 61 ane? | 4 i450 bay ’ 9 
mo ; >rri , ‘ 16.2% 7% 1 54.69 | 46 ‘ ‘ 60 6F 
in good producing territory. 183 4 11.35 4e42 | 42 6 67 u4 3.8 
| 2 Lid - = : $e $5.26 1 7 ay RS to 4‘! 
! 17.68 25.2 ‘ $5.64 O24 rt 3 > S6 96 4 06 1.1 
> T u ] 18.19 25.72 55 7.99 82.35 ‘ + 
GEM CITY LIFE INSURANCE COMPANY _ | nts | Sege Rellcl dees bees |! Se a ee ee 
I. A. Morrisserr, Vice-Pres. |: a an ie a aaa OF 4.22 426 40 46 
4 9 ) G8 5.7 13 " 20 sf 2 4.67 +s 
DAYTON, Oun10 0.76 28.99 59 58.77 | 62.03 (a4 bo) 488 ARS OG 
+4 ‘1.4% 29.00 60 61.94 64.94 ‘ 4h 4 He 1.87 »05 
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ve ist 2nd rd ith Sth Fidelity Mutual Life most ‘ ssary n the old form The in six weeks or so, and that there will 
7 4.47 4.88 5.07 5.26 5.44 . policies are graded so that the principal be quite an increas: n the dividends t 
g ; 4.86 5.08 5.29 5.50) ».69 At the agency convention of the I sums vars ccording to the maturity be paid next yeur 

+4 2.38 “2 4 ; delity Mutual Life, President Talbot n dats This nables the agent t fit the 

5.27 ; 53 9 6.02 6.24 nounced some interesting changes tl rat for the man's age W. E Leahy 


— — company is soon to put into etlect 
W. E. Leahy, formerty superintendent 


FEDERAL LIFE’S NEW PROGRAM | 4™0ne other things is the adoption of a L Pp sa mpereEnenSe 
ife of the Atchison, Topeka & Santa Fe Hos 


monthly premium plan, some nprove- California State 


ewes ments in the direction of liber ty in the 1 : : ! pital Association, is opening an office for 
ee ° he ‘ lifornia State ifs has i » ea x , 
Issues Two New Policies and Institutes | company’s disability clause, and the jo ounced that in the future it will pay | ‘%® Federal Life of Chicago in Los An 
General Reduction in Non- adoption of a new guaranteed 5 percent | exvcess interest on funds left with the | &¢!es- His brother oo "et th 
l : 4 re t? gency oft i€ 


Participating Rates ain tcenel anesthe eaten. Wt tee Ont ampany, covering the b ders of pald- | Pederal 











. : i i \ por es 
ceeds are left with the company, a! n- benef <s under policies which have 
, , = me of not less than 5 percent is guar . all ‘ . Standard Life, St. Louis—IlIts issued 
\ general reduction in non-participat- ae vl ea. ‘ Y » % aa OF policy Sent t} € 1% 
» ‘ lici non anteed to the beneficiary and this in- hold “ ’ turit of endowment 1 i business for the firs x months of 1924 
T y s ) 1 ~ - . 
- , same ‘ —, Rew POUCis, = : ; | come may be further increased by excess ej, ere t a i s left with the | exceeded the business for the same pe 
irticipating endowment at age So with interest earnings cor to he 1 d . me future date riod in 1923 by $4.178.4 nd the first 
twenty premiums, and a non-participat- ———— rhe ' naw « that the excess | six months of 1922 by $ 
ng five year term and life contract, to- Volunteer State Life t f 192 1% er 
gether with several important changes TI Volunt State Lif nt t dded to the 34, percent Central States Life—Th« mpan} 
it olunteer . ait sile ! i> ! - . 
company practice, were announced by | pletely revised its “Ir . = a the § : 
he Federal Life at its agency meeting | policy, the primary change being a re ee ae er = 
i } : books, Aug ‘ f the pany 
Chicago this week The company | Vision of the fi : . . , , » i 6 , wens ’ 
s issued a new rate book and ! — oo we a eo ee 1 = New York Life “tiie aah an in . ‘ $ 
aaall - em : 1 monthly instead of on the annu = . . Sees " ’ 
rules and regulations. It is ; This « “aaa ain » oD New York Life | They are hopeful of attaining it by Jat 
volume, complete in every j the . int of rar w was a “ ts new dividend schedule | 1, 1925, or shortly th 
containing considerable infor 
ot heretofore published Che | 
y , : a ee ee o_o et 
he new rate book eliminates the 








of the agents carrying supplen 
te books. Rates are quoted 
sabilitvy and double indemnity 


fits, with waiver of premium only, with 
ome disability only, with waiver of 
remium and double indemnity, and with 
ncome disability and double indem 
all regular torms 
[he company has discontined 
resent the writing of double indemnity 
a classified basis, and is now charg 
ing a flat premium of $1.50 per $1,000 
or this coverage. In the past the com- 
inv has quoted income disability ben- 
rates on coverage of $10 per $1,000 
nly, but in the future will issue this 
teature at new rates trom $10 to $25 
per $1,000, although not more than $25 
i month of income disability will be 
vranted 
Hereafter the company's annual divi- 
dend policies will provide for a divi- 
end at the end of the first policy year 
nd every vear thereafter, contingent 
pon the payment of the next succeed- 
ng year’s premium instead of at the 
d of the third year and annually there- 
tter, as in the past. The company’s 
incontestable clause has been changed 
read “If within two vears from the 
late hereof, the insured shall die by his 
wn act, whether sane or insane, the 
iabilitv of the company shall be lim- 
ted to the premiums actually paid 
- 
nereon, 
The rates on the new non-participat- 
ng policies without disability or double 
ndemnity are 


50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
- Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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The 
Midland Mutual Life 


Insurance Company 
Columbus, Ohio 


‘(Its Performance Exceeds its Promise’’ 


AGE—Long past the experimental stage. 


SIZE—As large as it should be for its years, in 
keeping with conservatism. 


RELIABILITY—Its charter restrictions, the strict 
Ohio laws, and the high character of its found- 
ers still in control have placed it upon ever- 
lasting foundations. 


QUALITY—Its eighteen years’ record shows that 
it excels in every element that counts for 
efficiency. 

SERVICE—No modern feature omitted consistent 
with sound, sane, underwriting principles. 


AIM—To build only in keeping with the highest 
ideals of justice, equity and worth, and to 
meet its guarantees and exceed them. 


A few general agency centers yet open in 
Michigan, Pennsylvania, Indiana and West Virginia. 

















A COMPANY OF VISION 


ntinental Assurance Company 


910 S. Michigan Avenue 
Chicago, Illinois 
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CLEVELAND AGENCY’S RECORD 
Prudential Office There in Five Days’ 
Effort Wrote Over ,1,100 Applica- 
tions for $315 


What is believed to set a record for 


industrial production was accomplished 
last week by the Cleveland No, office 
of the Prudential, Frank L. Klingbeil 


superintendent During a special effort 
covering five days over 1,100 applications 
for $515, an average in- 
of about $6. This sur- 


previous record for the 


were written 
crease 


passes, the 


per agent 
best 


Ohio division of the company by nearly 
S100 
Wilhkinsen Set Pace 
Agent Karl G. Wilkinson led with an 
increase of $22.85, and $15,000 ordinary. 


He also wrote the biggest day’s business 


$8.30 Assistant Superintendent M. Han- 
sen wrote $32 industrial and $17,000 or- 
dinary The average income per man 
was $145 for the week 

No previous preparation of announce- 
ment had been made, and no business 
was held up to pad the record The 
office set out to prove that prosperity 
can be demonstrated any time by knowl- 
edge, faith and honest effort 

This office also holds the distinction 


of standing first place in membership in 
Cleveland Life Underwriters’ Association, 
more than 30 of the men being affiliated, 


attending the monthly meet- 


body. 


and often 
ings in a 


News of the Prudential 
Gilroy, assistant’ superin- 
Newark No. 2 district of 
the Prudential, has celebrated his 30ét} 
anniversary with the company, and wa 
presented with Class F Prudential Old 
Guard certificate 
Agent Ernest 
cago No, district 
membership in Class E of the 


Edward EF, 
tendent of the 


the Cl 
awardes 
Prudenti: 


Lindenthal of 
has beer 


Old Guard by virtue of the completio 
of 25 years of continuous service. 
The commendable agency work of Rx 


Goodmiller of the Chicago No. 10 dis 
trict has won a promotion to an assist 
ancy in that district 

The name of Michael H. Carey, ager 
of the Chicago No. 4 district has beer 
added to Class D of the Prudential Old 
Guard as he completed 20 years of cor 


tinuous service 


Frank W. Gifford Dead 


Frank W. Gifford, special inspector for 
the Prudential, died at Evanston, Ii! 
after an illness of several months He 
entered the services of the Prudential i: 
February, 1896, as special inspector 
Later he called to the home offic: 
and made division manager covering 
new territory for the company. Ther 
he resumed his field duties as specia 


was 


inspector 





—— ———— 





| NEWS OF LOCAL ASSOCIATIONS 





H. C. COX TORONTO SPEAKER 


President of Canada Life Shows Value 
of Association to Agent, Com- 
pany and Public 


ONT Che 
Association of To 
and well at 

when 161 
wel- 
the 


PORONTO, 
Lite Underwriters 
ronto held an enthusiastic 
tended meeting Thursday, 
members luncheon to 
con H ( preside nt ol! 
Canada Life. 

Mr. Cox, 


Sept 0 


vathe red at 


Cox. 


a 


who in the early vears o 





HERBERT CC. COX 


President Canada Life 


the association was president ot both 
the Toronto and Dominion bodies, vice- 


president of the Canadian Association 
and for several years chairman of the 
executive committee, addressed the 


meeting on the association movement. 
He covered his subject from three 
angles—the value of the association to 
the agent, the company and the public. 

The value to the underwriter lies 
largely in the confidence created and the 
great source of strength to be found in 
the meetings and congresses. The elim 


ination of the rebater and the undesir- 


able representative was something which 


alone would justify the existence ot 
such an organization The association 
has also to its credit the checking o 
rivalry which in the past was much 


evidence and the replacing of this spirit 
with one of clean competition which was 
good tor the business 

rhe work done along legislative lines 
had done much to vastly improve cond 
tions. The companies benefited treme 
dously from the work of the association 
with regard to legislation. The cleaner 
methods adopted by the underwriters 
meant the head offices were able to r« 
duce, considerably, the supervision ot 
the field force formerly necessary. The 
encouragement by the association of 
the whole time man who made life un 
derwriting his life work was something 
which benefited the companies in a very 
material way. The same applied to the 
licensing systems adopted throughout 
the Dominion. 


Institutional Advertising Mevwe 


The speaker also touched on the value 
to the companies of the institutional 
advertising campaign, originated by the 
Life Underwriters Association, which 
consistently brought the matter to the 
attention of the companies until even 
tually institutional advertising in Canada 
became an accomplished fact 

The value of the association movement 
to the public lies largely ig the fact that 
for guidance in their life insurance al 
fairs the public relies solely on the met 


in the field. As a result of association 
activities, the field man is able to pre 
sent his case more intelligently and 
knowing his business, the public cat 


place fuller confidence in the company 
representative with more complete satis 
faction. 

The service behind 
factor which favorably 
public mind and the association 
a great work in developing this phase ot 
the business. 

Mr. Cox in closing, 
abounding faith in the institution of lit 


the sale is also 
impresses the 
1 has done 


} 
expressed Ws 


insurance and the life underwriters 
movement and what it stands fot 
oe * * 

Kansas City, Mo.—The annual golt 
tournament of the Greater Kansas Cit) 
association was held Sept. 26, postponed 
one week because of bad weather the 
previons week Hurley Bailey, genera 
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nt of the Connecticut Mutual Life at approach in soliciting life insurance and ous selling plans, meeting objections, the to address meetings of the Lansing As 














cansas City, won the W. T. Grant cup, the life income feature of policies. Mrs close, closing suggestions and service sociation during the coming year, it was 
low net score This cup will be A. M. F. Sherman, president of the asso- to policyholders Stated at the first meeting of the asso- 
yed for annually until one man has ciation, presided. *«* * ciation last week 
n it three times. Pennington Bruce, J. Arthur Pino, long prominent in as- 
Mutual Life of New York. won the low . 2 Ottawa, Ont.—The first monthly meet sociation affairs, addressed the first fall 
gross score prize and a dozen other Sioux City, Ia.—The Sioux City asso- ing of the Ottawa association for the meeting, exhorting the insurance men 
r zes were distributed. There were 40. ciation at its opening meeting of the fall and winter was held last week. The Present to take pride in their profession, 
e men in the tournament winter season decided to take part in gathering was presided over by B. H the “only business in the world which 
There were 79 underwriters at the the Community Chest drive this month Cole. G. H. Harris of Montreal was actually builds up assets into the fu- 
iner served in the club house after as a unit, following an address by A. R. the guest and speaker of the evening. ture.” “To educate the people of this 
contest, at which Charles J tock- Gephart, executive secretary of the In his address on “Some Conceptions of community,” said Mr. Pino, “to the fact 
- well, dean of the life insurance school bureau of associated charities Life Insurance,” he spoke of the work that in every other walk of life assets 
f f Pittsburgh University was the T. B. Hutton gave a report on the the insurance men are doing from the ire built up on things and actions of 
iker. Mr. Rockwell urged the four convention of the National Association angle of its benefits to humanity He the past and only liabilities are built 
rt-essentials of life insurance selling of Life Underwriters at Los Angeles stressed the importance of the insurance UP into the future, while life insurance 
[ R ‘ess, courage, enthusiasm, ambition e* 2 @ agent having the highest ideal for his directly erects a protective wall of = 
loyalty. He spoke rather to general “on se , work, and in enlarging on the useful ture assets, is the greatest task before 
. : “ Philadelphia, Pa.—Under auspice of on Mend tases: on ; this association 
sents, urging the necessity of injecting ty. philadelphia association h life a oe. wn. coe | ae Committee chairmen for the year wer 
' »e emotional element into their devel- insurance course at the central branch Canada said the money in the big insur : 7 , 2 "' , B dl ed 
ent of new me? nd old ones. which ‘ : wea . 2 ince companies hands was behind th: lames is follow Varren yrum, pre 
of the Philadelphia Y M. < \ was “ee gram Kk. R. Tausche, attendance; 1. D 
1ite as important, even mo funda- nnamal Gaaniinw eeanine Gm abteasees education of the country, its vast tran Lg eh i . a . a} .8 Kk a 
tal for succes mpured with the I i Tuesda ' portation systems s well as all publ Wallington, J tenn ue == 
eat ¢ o08- 7 : by Paul Loder new president of the stilitias tertainment 
—— SS ae eee association: E. J. Berlet, Guardian Life ago heesontcegom er 
* * 4% publicity chairman; Frank L, Bettger he insurance 7 eee — : - 
: nt ° Fidelity Mutual, chairman of educational! be proud of h connection With & St. Louis, Mo.-F. L. Moran, superin 
Deeatar, HL—Se ve y membe of the : ina iind Mut ; business that stood for so much that tendent of agencies for the Metropolitan 
atur associatio1 their wives and —o and A. we a of thy was in the front rank of the country’s. Life, was the principal speaker at the 
ests, heard Mansur B. Oakes of the oe aa ea tors ben srmagaiece aging The activities and prosperity The romance first regular monthly gathering of the 
: surance Research and Review Service ©C!55 Phe _keynot esteem — a i of insurance was one of the most fas 1924-25 season of the St. Louis associ- 
ianapolis at the dint meeting of equipment of the salesman and the qua i inating things he knew of ation. Wednesda. Mr. Moran. who di 
ssociation Friday n Although ties that win in selling life insurance Speaking of the competition between rects’ the effort mee Gan ae 
Mr. Oakes’ talk was upon general rhe course will be divided into 16 les- | .ompanies, Mr. Harris declared there | agents throughout the country, spoke on 
emes, he drew lessons applicable to Sons, conducted every Tuesday evening cpould be non The chief competition Salesmansh 
life insurance field, particularly, and | between 7:30 and 9:30, as follows: Life | soainst which the insurance men had 7 a 
vered an inspirational lecture. insurance salesmanship, the life under to contend was the sale of luxuries 
e 2 st. writer, prospecting insurance surveys, " ‘ a Oklahoma City, Okla. At the first 
” the pre-approach, the approach, technique meeting of the season, the Oklahoma as- 
Omaha, Neb.—Th: meeting of the of approach, managing the interview Lansing, Mich.—Several life insurancé sociation adopted the plans submitted by 
iha association brought out an espe- methods of appeal, the sales talk, vari- leaders in the nation have been invited President C. CC. Day as outlined last 
ly large attendance, there being 150 ° 
sent Walter Cluff, agency instructor 
the Kansas City Life was the 


iker and made an especially fine ad- 
ss on “The Education of a Life In- 
rance Man.” Mr. Cluff said the ques- 
f what constitutes the education 

f life agent had never been an- 
ered. He said I can’t answer it, I 
sh I could.” He expressed the idea 
t the education of a life agent was 
itter of daily improvement, and that 
ould not be educated by any set 
of smart sayings, cute stories or 
oeristic phrases He stressed espe- 


y the necessity of depending on 


igment, rather than memory, as judg- 
ent is essential when one faces a cri- 
nd one would } bsolutely helpless 
ttempting to depend on memory 
x * 
Sioux Falls, 8. D. Approximately 50 
embers of th Sout Dakota asso- 
tion were on hand for the first meet- 


of the season last Saturday. The prin- 
il part of the prozruam was the giving 


nd answering of short. vital questions 
n life insurance sellings John K. Cres- 
vy had charge of the progran 

rhe association adopted a memorial to 
* late George KR. Douthit, and named 

A. De Lang of the Guardian Life as 
member of the executive committee to 
1 the vacancy caused by Mr. Douthit's 
eath. J. H. Chapman of the Northwest- 


el Mutual was named as Mr. Douthit's 
uecessor on the good practices commit- 


Miss Lillian Myers was appointed 
ssistant secretary R. L. McCoy was 
imed as chairman of the program com- 
ttee for the next meeting 
* * : 
Waterloo, Ia.—The Waterloo associ- 
tion opened its fall season last week 
ta lunchen meeting and elected officers 
rr the F. G 


year: Applequist, president; 
R. Bunyan and R. S. Dix, vice-presi- 
nts; W. T. Edwards, secretary-treas- 
and A. H. Peterson, national com- 
teeman The officers and J. E. Brag- 
n and A. E. Haswell comprise the 
ard of directors Monthly meetings e 
ll be held throughout the winter. A. H. 
terson is the retiring president 








* * * 
Louisiana.—The Louisiana Association 


hold its first meeting of the fall IN DIANAPOLIS 


son Sept. 26 Under the plan recently 


ounced by President Frank S.. Whit- ° 
: each monthly mecting will be in Established ] 899 
ree of a different company, the Sep- 


ber meeting going to the Massachu- 
tts Mutual Life General Agent Wal- 


Sates ae: Sects Shame HERBERT M. WOOLLEN 


this meeting and a large attendance 


x 


New England Women’s \n interest- 
< account of the trip to the Pacific 
t and the proceedings of the recent 
nvention of the National Association 
Life Underwriters at Los Angeles 
ts given by Miss Anna S. Sturgis of 
Mutual Life of New York before 
New England Women's association 
meeting in Boston, Friday In her 
she stressed the importance of the 
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Why Young Men Should ji 


Become Insurance Agents wy 


Seven Reasons for Life Insurance Career Vx 


Lire INSURANCE is founded on the bs 
highest ideals. NY 
It is capable of yielding a good income and 23, 
the satisfaction of accomplishment. we 
It offers opportunities for real leadership. * 
It brings the insurance producer in close AY 
association with big business and big busi- ey 
ness men. 
It requires education in business methods, KY} 
law and finance. SV} 
It is a field for workers, not shirkers. ay 
It is an alluring and practical calling for lan 
men of dynamic energy. 











LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 65 





Over Sixty years in business. Now insuring nearly Two Billion pavd 
dollars in policies on 3,500,000 lives. rs 


























CENTRALSTATES LIFE 


INSURANCECOMPANY 
SAINT LOUIS 




















All Ages up to 65 
Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 


Prompt Service 





Excellent territory for General Agencies 

open in Illinois, Minnesota, South | 
Dakota, Kansas, Missouri, Wyoming and 
California 32 $3 $2 $3 
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week. The association went on record 
as endorsing the resolution passed at 
the national convention in regard to es- 
tablishing a national insurance day, to 
be declared by proclmation of the presi- 
dent of the United States and the vari- 
ous governors. It will be the effort of 
the association to get the ministers to 
build their sermons on this day, around 
life insurance. The local association de- 
cided to submit the proposition to the 
ministerial alliance and arrange a date 
later, to interest the ministers of the 
city, at least. 

Impressions of the delegates to the 
national meeting were given by George 
E. Lackey, Guy Owens, Edwin Starkey, 
Edgar Hill, Marmaduke Corbyn, C. F. 
Linder and J. B. Wachtel It was the 
consensus that the 1924 convention was 
the most practical ever held. 

“The Underwriters’ Radio,” a monthly 
publication issued by the organization, 
made its first appearance at the meet- 
ing. It is a bulletin issued to chronicle 
the activities of the association during 
the month and to announce future 
events and dates 

x * oom 

Minneapolis, Minn.—‘‘The Fate of the 
Fifty-four” was the subject taken by 
Rev. Roy L. Smith, pastor of Simpson 
Methodist Episcopal Church, in his ad- 
dress before the meeting of the Minne- 
apolis association last week. tev. Mr. 
Smith spoke of the need for accumula- 
tion or saving, urging the adoption of 
every person of a strict program of 
money management, with a view to pre- 
venting old age discomfort. There were 
more than 200 members present for the 
meeting, which was the first gathering 
of the association for the season. Presi- 
dent John A. Blond presided 


s + ¢ 
Peoria, Ul.—Sixty members of the 
Peoria association held their annual 


banquet Saturday night with Rev. C. B. 

Edmundson, Lake Forest, Ill, as the 

principal speaker. L. R. Tracy, chair- 

man, introduced Rev. Edmundson and J. 

R. Martin, the local association pres- 

dent gave a review of its activities dur- 

ing the year 

PHOTOSTATS OF OFFICE 
MANAGEMENT ASSOCIATION 
(CONTINUED FROM PAGE 1) 

nies in methods and even in home office 


cost. 
. 2 


STLDIED MECHANICAL DEVICES 


Great interest was shown by the com- 
pany men present in the arrangement 
and equipment of the Lincoln Life build- 
ing. What struck everyone was its spa- 
ciousness. Naturally the company has 
built for the future, and at present 
every department has ample room. This 
is in marked contrast to conditions in 
many of the companies which have not 
yet built home offices, or which have 
outgrown those put up a few years ago. 

The mechanical devices that save time 
and labor were also new to many of 
those attending. The addressing ma- 
chine which, with its selector devices, 
prints notices of premiums that are fall- 
ing due, and at the same time prints the 
official receipt and the name of the 
agency where the collections are to be 
made, as well as office records on the 
collection was watched with interest. 
The ditto machine, which from a single 
master card makes every possible record 
and index of a new policy, for both 
home office and agency, and without 
chance of error in any copy once the 
master card is correct, and all in a few 
seconds of time, was studied by many 
not vet familiar with it. 

The Hollerith tabulating machine, fa- 
miliar in principle to all company ex- 
ecutives, ts still far from universal use. 
Calculating machines, which give elahbo- 
rate analvses merely from pressing keys, 


are still a novelty. Such machines are 
not confined in their use to the actuarial 
department. They are part of the ordi- 


rary accounting equipment. One of the 
features of the meeting was the discus- 
sion of their use in daily work 

* * + 
ALL RECORDS FROM WASTER CARD 


The use of mechanical devices has an 
important influence on the decision 
whether a record or practice is worth 





while or not. A method that is carried 
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out by hand may not be worth what it 
costs, but becomes desirable when ma 
chinery is employed. General agents 
can be relieved of much work when the 
home office is modernized from a me- 
chanical standpoint. 

rhe “ditto” machine for making al 
necessary records from a single master 
card typed in copying ink is one of the 
great labor-saving devices. Some cars 
is required to arrange all cards so that 
the same information will fall in the 
same relative position. Information not 
needed may fall outside the small cards, 
or may be omitted by covering it wher 
the information would fall in space 
needed for other purposes. The Lincolr 
National prints 11 separate cards and 
slips from the master card. Less time 
is required for all of them than woul 
be taken to type single small car¢ 
and the possibility of error is absolutel 
eliminated. 

SECRETARY MEAD EXPOSED 


In his talk at country club dinner 
given by the Lincoln National, Benja 
min Wistar Morris, the architect, thus 
referred to Franklin B. Mead, secretary 
and actuary of the company: 

“His qualifications as an actuary an 
life insurance executive require no prooi 
his horticultural fame extends throug! 
two continents: as a mixer, he is there 
when Fort Wayne has ducked int 
every available doorway and_ there isn’t 
a traffic cop brave enough to stick t 
his post, vou may know that he is at 
tempting to drive his automobile, while 
engaging in suave conversation with the 


occupants of the rear seat.” 


Early Retement Opens 
Field for Life Agents 


HERE is a vast field for life insur 

ance agents opened through realiza 
tion that “old age” begins earlier now 
than formerly. Men do not wait now 
until they reach the wheel chair perio 
but look forward to retiring earh 
enough to enjoy life. The idea in most 
men’s minds now is to plan their lives 
so that they can spend a large portior 
of their last years in comparative eas« 
and comfort. 

Edward Bok gave this idea a big 
boost in his autobiography. He sai 
that a man should get his things s« 
shaped that he may retire at a compara 
tively early age from his business and 
devote himself to some hobby whict 
has for its purpose the betterment oi 
the community or nation. But whether 
one wishes to retire for this purpose, or 
just wants to spend his last years play 
ing golf, life insurance is the solutio: 
of the problem. 

Voluntary or forced retirement usu 
ally begins at age 60 or 65 allowing 20 
or 30 years frequently of so-called “old 
age.” To accumulate a retirement fund 
during his productive years, no man can 
find any other method equal to life in 
surance. Most people have tremendous 
confidence in their own ability to invest 
their money. No matter how meage:! 
their experience, and no matter how 
often they see others failing at this very 
difficult job, they think they are the 
exception, and that they would not have 
acted so foolishly or displayed such 
poor judgment as their friends who lost 
This is just the old gambling instinct 
coming to the surface but tricked out 
in the disguise of superior wisdom and 
better judgment. 

It is astonishing to learn what one 
dollar a year saved and invested at con 
pound interest will amount to in twents 
or thirty years. This is just what is hay 
pening to the dollars which men invest 
in the reserve of their life insurance 
policy, and that is one reason why al 
most every old man who is receiving 
the benefit of his life insurance savings 
says, “The only thing I regret now 
the fact that I didn’t save more in this 
way.” Life insurance is the surest wa’ 
to provide a retirement fund 
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ne itund is being accumu 


Proper Preparation of a Life Insurance the details ‘relative to ‘his family—| lated against its. maturity. “This com 





° the 1 iber of children, their age, sex in endowment 
Case for Presentation to Prospect and and characteristics. It is then possible | contract 
e ° to make a specific recommendation s \ small | ital was recently contem- 
the Company 1S Essential Part of Sale that the need of protection 1s immed: plat ing an sseue of $100,000 bonds in 
- ately apparent to him connection with its building program. I 
By CARLTON M. VAIL have in mind a case | closed recently suggested that ten $10,000 twenty-year 
Seem Mateet Eile. Chtence at im v ho was alt ost a stranger t endowment policies be issued and 
rie it whose personal history 1 knew written to assure maturity simultane- 
HE preparation of life insurance! standpoint of medical, moral and finan-| **TY il. At the eginning of my ously with the bonds. Of course, in case 
[cases naturally divides itself into cial history It is a waste of time, as | '™terview he tossed over to me a very the death of any of the persons in 
two heads: (1) Preparation of the! well as a great disappointment, to ex-, °'" proposition trom an agent of a) sure d there would be earlier maturity 
ise for presentation to the prospect. haust your efforts in interesting a man, "! with the remark, | fere s | ai I, — ntly, a more rapid retire 
Preparation ot the case ior presen- who cannot « ualify atter he is interested ol . _ a = rt . Tq! s : nt of the bond issue 
n to the company. ! try to find out the name of his family ?4™ . atner, Ha , : Pe 
[ have always f¢ und that a careful pre- doctor d ws ee “ogy r wes ' + pr ape 4 _— d : er in gold Give Concrete Proposition 
minarv investivatiot tee “a sata le Se ae le g awes he ‘full Kather ‘han General Statement 
minary investigation ncreases the. tive applicant has had any severe illness | 
robability ot success. While I have recently and has had to leave the city on “3 a . . ne descril & nd have ilways found it advisable, 
ot kept an accurate account of my own | account of ill health. I endeavor to} i USating the advantages of a conti wherever possible, to secure the atten- 
uses, I am under the impression that learn whether or not there is any moral ; “ ae a Coe oe we Were | Cink prospective clients through a 
ully 75 percent of the cases that have! hazard in the risk, so as to avoid a pos- + SOS AN Was 8 BACHCI finite nerete proposition rather than 
een well prepared are s iccesstully and sible re jection on account of the com Get Financial Data general statement as to the benefit of 
“ ae al 1 } , sneer s , y eelal . e won ‘ _—— Stems 
pi ciosed. Cold aren g ~ = , on oll _— Le at The nl aiscuss for Business Insurance ur il Ce : : 
irse, desirable occasionally, if only’ w several ot his friends and competi id been negotiating with three old 
rom the standpoint of mental discipline, tors the position that he occupies in his It the investigation s that the. « ts for some time, suggesting an in- 
t the same efforts will bring tar particular business world, so as to de need is tor business rather than persor cI e in their insurance. They needed 
vreater success if scientifically emploved. termine the amount and kind of insur protecti l find out the names of the the insurance, they could afford it and 
ce hould presented to hit irtners, i co-partnership, or his the were even slightly interested, but I 


Investigation to Determine * — . , 
Insurability of Prospect Many Details Needed neg pet Pad eg erro tes alten Toe pe 
If Personal Insurance Case hg wage veneer angel 


prevail upon them to be 
| ened that I had an 


n preparing the case r presentation the ink with whor e deals; also the rtunity to go east, so I took up the 
the applicant, I always try to make lf the preliminary investigat ce nat the pr 1 st holders t ses with the medical director at 
reliminary investigation to determine termines the fact that the applicant I so t t the t t TT ‘ hese were all normal 
insurability of the prospect from the eeds personal rather thas isiness it thet tst bos sou ; nd in each instance permission to 
————— = — SEES —————— = — = — : = _——_—___ a? 





Story of the INTER-SOUTHERN LIFE 


THE SALESMAN 


f teats oun Seventy-five per cent to ninety per cent of every busi- per cent bad selling ability. SALESMEN ARE THE 
. Ez * p ness, depends upon selling. There is no greater fallacy SALT OF THE EARTH. 

= i- in the use of language than “Goods well bought are 

half sold.” 





We know more poor silly things who think they are 
executives, financiers, great producers, scientific manu- 
facturers and inventive geniuses than Coxey had in his 


Farmers grow enough, but they are not trained sales army The whole compoodle are not worth a good day’s 

= . men. They market at the wrong time; let the perishable washing unless their vaunted products and theories are 
ad af crop decay; feed stock that are not susceptible of further sold. But we despise the expression “We are sold on 
re growth. This is poor salesmanship. Most any person you.” That's a bitter pill for a gentleman to swallow. 


wes) 


URE 


You had as well call us “clever” and insult us outright. 
merce. Manufacturing is easy. You can employ the Like schemes, — was a good word to take liter- 
iied tite ts tate tee Te te eeliee Geet eenten ally until it was given so many meanings. The great 
es * ™ _< deren e en - profession of salesmanship—dignified, courteous, quiet, 
the brain. Every manufacturing establishment that has unostentatious and unafraid—is, in our humble opinion, 
ever failed will analyze seventy-five per cent to ninety THE HIGHEST ORDER OF ART 


STATEMENT OF PROGRESS 


who thinks he is a genius can make an article of com 
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Total Reserve and 
Admitted Insurance Surplus to 
Assets in Force Policy holders 


roves ee Ne hi a te $ 326,508.78 $ 3,182,597.00 $ 271,952.37 
amp @ Lt ORI 1,719,228.64 15,088,585.00 930,680.98 


SE. ee oe 
tal ee a Sl Nindéeisenctneusnees 4,506,612.89 36,260,222 00 4,396,139.55 
| <r Si icsnestesuntudbaws 4,664,170.30 37,000,000.00 4,542,698.10 
er iy 4,820,779.76 37,800,000.00 4,803,670.12 


ssmaenatiapetageampnn cane DT csineas fis aia detaled 5,494,297.54 45,569,851.00 5,386,694 08 
OWNED SY THE COMPANY DM iodsacickustecasaun 6,143,069.31 57,901,271.00 6,045,958.52 
Oe i 6,873,447.45 59,204,201.00 6,773,280.06 

RESALE OTR 7,371,274.27 62,591,398 00 7,332,928.21 

ae oh eget 10,464,497.66 88,502,568.00 10,391,747.71 

aati 11,100,000.00 93,500,000.00 10,€20,000.00 


; | INTER-SOUTHERN LIFE INSURANCE COMPANY 


Eighteenth Year JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlingten, Iowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO, 








HNE. HIGDON { Actuaries & 


600 G Buildi 
OHNC. HIGDON } £20 | Gates_ Building 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
610-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ERIC S. WITHING 
CONSULTING ACTUARY. 


948-949 Insurance Exchange 
Tel. Walnut 3761 DES MOINES, ‘47% 


, a 5. Metos 


LOR AT LAW 
CONSULTIN G ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, otc. Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
e Law Insurance « 


pecialt 3 
Celcord Bidg. OKLAHOMA CITY 














H. NITCHIE 
. ACTUARY 


1523 Association BI 19 S. La Salle St 
Telephone State . . CHICAGO 








ULIAN C. HARVEY 
_ CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 























THE NATION: AL 


submit a formal seis for addi- 
tional insurance was quickly given. On 
my return to Chicago I called on each of 
these three persons with a definite state- 
ment that I had gone to the home office 
of the company, taken up his case per- 
sonally with the medical director and 
had received permission to submit an 
application for a $50,000 policy. I con- 
sequently urged immediate examination. 
All three cases were closed the same 
day for an amount in excess of $100,000. 


Get Prospect fo Allow 
Examination of His Policies 


Having once secured the attention of 
the prospect, I try to prevail upon him 
to let me examine his life insurance poli- 
cies. They may have been accumulated 
under conditions entirely different from 
the present and under circumstances that 
no longer exist. 

rarely, if ever, advise the surrender 
of a life insurance contract. It is how- 
ever, possible that the man may have in- 
surance which, in justice to himself, 
upon satisfactory re-examination, can be 
changed in form or plan in the same 
company at the original date of issue. 

Not long ago, I found a man 62 years 
old who carried only one $25,000 twenty- 
year endowment policy which would 
mature at age 66. At that time he might 
be uninsurable. Unquestionably, the 
rate for new insurance would be ex- 
ceedingly high... When the suggestion 
was made that he change his endowment 
policy to a $25,000 ordinary life contract 
as of the original date of issue and re- 
cieve the difference in reserve in cash 
and use the interest on the investment to 
buy more new insurance, he immediately 


followed the suggestion. 
There is absolutely no question but 
that service was given to this man, as 


at age 66 he would have been compelled 
to accept cash under the endowment 
policy and would have been left without 


further insurance protection, which he 
needed for payment of inheritance and 
estate taxes. 
Gets Original Company 

to Rewrite Policies 

This last month I found a man who 


carried a $15,060 ordinary life nonpartici- 
pating policy, issued 19 years ago by a 
purely mutual company. The net partici- 
pating rate in the same company today 


was much lower than the rate he was 
paying under’ his non-participating 
policy. By having the man reexamined 


and presenting the case to the original 
company with an application for addi- 
tional insurance, this company readily 
agreed to rewrite the old non-participat- 
ing policy on a participating form. 

In a number policyholders 
for whom I had placed insurance 16 or 
15 years ago on the 20 year endowment 
and 20 payment life plans, who now 
need additional protection but whose 
insurance budget is not large enough to 
permit further expenditure for new in- 
surance, have been interested and sold 
on the basis of changing their endow- 
ment and 20 payment life to ordinary 
life contracts of the original date of 
issue. ° 

Unfortunately, 
unless changed, 


ot cases, 


as 


cases of this character, 
are often prey for the 


twister. Where policies are rewritten in 
the same company, not only is the old 
insurance saved but additional protec- 


tion is often secured. 


Cases That Justify 
Limited Payment Forms - 


I have not the slightest hesitancy in 
selling limited payment life insurance in 
where there an investment 
a protection element to be cov- 
there is wealth 


cases is as 
well as 


ered and in cases where 


enough to just ify the expenditure of a 
higher premium. 

In presenting my insurance proposi- 
tion. I always avoid criticising my com- 
peting company by name. T spend the 
time alloted to me in an interview to 


selling the idea of protection, the benefits 
of creating an insurance estate and the 
safety and integrity of my company. 
You can always get your own strong 
points home to better advantage by em- 
phasizing the strength of your own 
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company rather than by calling attention 
to the weakness of some other. 

In preparing cases for the company I 
always endeavor, so far as my know- 
ledge of the case is concerned, to furnish 
with the application and medical report 
all the information the home office can 
need. If the applicant is under or over 
weight I try to obtain statements from 
other members of the family as to the 
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weight and physical characteristics of 
the applicants relatives. If there is some 
weakness in the personal history of the 
applicant, I try to get evidence giving 
a full history of the trouble. 

There is more in insurance than the 
mere carrying of a rate book or collec- 
tion of a commission. There is oppor 
tunity to do good for humanity that 
you cannot measure in dollars and cents. 


THREE MAIN QUESTIONS: CAN HE BUY >? 
WILL HE BUY? WHY WILL HE BUY IT? 


R. R. P. SHEPHERD of Chicago 

addressed the September meeting 

of the Cleveland Life Underwriters 
on “Keeping Step.” His talk pointed the 
way to service from the buyer’s view- 
point. 

“Life insurance,” 
the hopes for which men live and 
struggle and work. Life insurance 
salesmen have made a great moral con- 
tribution to our civilization, teaching 
people the obligations of thrift and per- 
sonal responsibility in a more practical 
way than the whole army of teachers 
and preachers. 


he said, “guarantees 


Has He Any Money 


“I doubt if so many agents would 
get discouraged and quit if we would 
tell them that there are three things to 
find out before ever you try to talk 
business with any man: First, can he 
buy? If he hasn’t any money find out 
about it before you work hard to sell 
him to the idea. 

“Second, will he buy? Does he follow 
his own judgment? When a man tells 


you he is going to talk it over with his 
wife, pat him on the shoulder and tell 
him you are married, too, and appreciate 
what he means; then ask him what he is 
going to do when he talks it over with 
her, if he going to ask her what to 
do, or tell her what he has done; that 
if he is going to ask her, won’t he please 
let you do the asking. When a man 
wants to buy something his wite’s job 
is to say, ‘No.’ What does a man have 
a wife for but to prevent anybody else 
from spending any of his money? 

That He Talks to Right 


“Will he buy? Will he follow his own 
judgment? If he has to talk it over with 
his banker first, you see that he talks to 
the right banker. If he is going to talk 
it over with a lawyer, find out who that 
lawyer is and sell it to the lawyer. 


is 


See Man 


Runs Term Conversion Campaign 


The Connecticut General is making a 
special drive for term conversions this 
month and has circularized a large num- 
ber of its term policyholders with a letter 
setting out the benefits of the savings 
feature of life and endowment poli- 
cies. One agent who has this year con- 
verted to permanent forms nearly half 
a million of term insurance reports that 
none his unconverted term business 
is over five years old and that his clients 
in general prefer to convert their insur- 
ance in instalments, year by year, instead 
of waiting until the conversion pe- 
riod expires. By following the instal- 
ment plan they get the advantage, for 
part of their insurance, of the lower 
premium charged at the younger age 


Northern Life’s New Directors 


of 


The Northern Life of Canada has 
added to the board of directors Col. 
MacGregor and M. G. Campbell of 
Windsor. As the Northern already has 
a large volume of business in that dis- 
trict the recent appointments to the 
board will greatly strengthen its organi- 
zation and be of substantial benefit to 
the company. 


Matt P. Diamond 


Matt P. Diamond has been appointed 
general agent for the Montana Life at 
Billings, Mont. Mr. Diamond has been 
an agent for the Kansas City Life at 
Billings, and prior to that was cashier 


“Third, why will he buy it? No man 
has a right to try to sell a man anything 
until he has discovered by indirect in- 
formation or direct questioning, what 
are the usual motives that lead him in 
his life conduct. 

“I know men whose hearts clos¢ up 
when you talk to them about protecti 
their wives; their pocketbooks are stone 
dead and you could not sell them any- 


thing. But if you say ‘Look here, man, 
here is a place where you can put your 
money and not even your wife can get 
it,’ they will say, ‘For the Lord’s sake, 
lead us to it.’ 
Work Always to Action 

Sales engineering is the handling of 
forces in a detinite field to achieve dei 
inite results. A salesman’s work is al- 
Ways to action. In that the salesman 
differs from the teacher, who ts content 


to import knowledge and let knowledge 


do its perfect work. The salesman says, 
‘Do you see it?’ ‘Yes.’ Well, come o1 
let’s do it!’ 

“Paint a clear picture of your pros 


paint it, don’t daub it 


pe ct’s needs 
long about painting 


up—and don’t be 
either. 
Interest 


Show Mutual 


“Don’t ever trv to 
that one man put to 
I can't succeed unless 


put over the lie 
me this week t 


I tell folks that 


am getting nothing out of it. Tell then 
it’s to your mutual interests. Is there 
any reason why you and I cannot do 
business together, and both of us profit 
by the doing? The deepest, the most 
lasting friendships men form are not the 
social friendships, but the friends based 
on mutual profit in commercial relations 

“IT tingle with anticipation of what 
will be done with the new world we are 
turning over to the boys and girls just 
coming on—100 percent security r 


of the Stockman’s National Bank at Col- 
umbus. In his previous connections, he 
has built a large clientele throughout 
the agricultural district which will be 
of value in his new connection. 


Holzman Back From Europe 


Alfred Holzman, manager of _ tli 
Burnham building agency of the Equ- 
table Life of New York in Chicago, has 








returned to his desk, after an absence 
of several weeks spent in touring Eu 
rope. Mr. Holzman is _ greatly re- 
freshed from his vacation and is work- 
ing out plans for a_ record-breaking 
year. 
Life Notes 

R \. Trubey, state manager of 
Guardian life, Fargo, N. D., spoke e: 
tertaingly on his Yellowstone trip be- 
fore members of the Stephen S. Lyon 
club of the First Presbyterian church at 
Fargo 

Joseph W. Hundley, veteran life sales 
man of Richmond representing t 
Northwestern Mutual for many _ y¢* 
and Mrs. Martha F. Cooke of New} 
News were married recently in & 
Diego, Cal 

Cc. B. Stumes and A \. Loeb of 
Bokum & Dingle general agency of 
Massachusetts Mutual in Chicago ! 
a joint production of $370,000 in 
N. H. Bokum. one of the general age 
produced $121,750 during the mont 


It Is no coinc dence that certain m¢ 
every agency seem to have all the 
in the luck—they have prepared thems« 
to take advantage of every opportun: 








set 


Ke, 














THE STORY OF 


LITTLE GEM 


SALES 


Price, $2.00 
1924 Edition Completely 
Sold Out 


1920 1921 1922 1923 1924 














FACTS ABOUT 
THE LITTLE GEM | 


672 Pages 

Vest Pocket Size 

6% x 3 1-16 x %& Inches 
Paper—Specially Thin and Tough 
Weight—Only 5 Ounces 


250 Companies 
Five Year Financial Exhibit 
Five Year Insurance Exhibit 





100 Companies 
Policy Analysis 
Rates including Term and Industrial 
Cash Values—5 Year Ages 
Current Dividend Schedules 


8 Policy Forms 

3 to 8 ages 

Paid-Up Policies 
Net Cost Analysis 
3 Policy Forms 
3 to 4 Ages 
Interest Rates 
Mortality Ratios 
Reserve Tables 





“Kindly accept my thanks for the Little Gem Life Chart. I 


beg to advise that my agency has been using this publication 


“I find that the Unique Manual Digest is so much more 


for a number of years. 


the coming years.” 


General Agent, Provident 
Richmond, Va. 


FACTS ABOUT THE 


UNIQUE MANUAL DIGEST 


1,450 Pages 
Pocket Size 
7 5-16 x 4% x 1% Inches 
Paper—Specially Thin and Tough 
Weight—21 ounces 
Binding—Red Leather 
Over 250 Companies 
Abstracts from Annual Statements 
Short Company Histories 
The Policy— 
Complete Policy Contract Analysis 
Premium Rates—20 to 50 Policy Forms 
Annuity Rates 
Cash Surrender Values—20 Years 
Paid-Up Values—20 Years 
Extended Insurance Values—20 Years 
Dividends—1924 Scale—3 to 17 
Policy Forms 
Net Premiums—3 Policy Forms 
1924 Scale—7 Ages 
History—7 Ages 
Net Costs—3 Policy Forms 
1924 Scale—7 Ages 
History—7 Ages 
Reserve Tables 
Net Premium Tables 
Interest Tables 


We could hardly get along without 


the Little Gem and wish it continued success, throughout 


(Signed) JOHN MOYLER, 





complete 


late you 


Mutual, 








There are four copies sold 
of the 


UNIQUE MANUAL 
DIGEST 


Life Insurance 


The 

Encyclopaedia 
life 
agencies in the United States 


to every three insurance 








The National Underwriter Co. 


this vear 





than other publications of its kind. I congratu- 


on the nice way in which you have gotten up 
*s edition.” 
PAUL P 


(Signed) CAMERON 


Agency Director, New York Life Ins. Co 
Knoxville, Tenn. 
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_ Price, $3.50 
1924 Edition 
A Limited Number 
Still Available 
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Lasting 
Greatness 


Perhaps one of our best examples of great- 
ness was Abraham Lincoln. A man who for- 
got himself in the cause of humanity. His 
outstanding trait was service to others. 
These ideals of service have never been sur- 
passed. To serve his fellow-men without 
thought of himself gave him a name that will 


Waa Tt aN ee 
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live forever. 


We can’t all be Lincolns. But carry this 
thought with you. The individual or the 
organization that would become and remain 
New Home Office Building great is the one that will aspire to great serv- 
720 N. Michigan Ave. - 
Chicago ice without thought of self. By such sacri- 


fice is history made, and success assured. 











Agency Openings in The Central Life is proud of its service ideas. 


Illinois It has proven trustworthy in the past; it will 


Minnesota 
Kansas 

Iowa 

South Dakota 
Texas 
Missouri 
Nebraska 
Michigan 


go forward fearlessly into the future. Its 
many agents are loyal to the core. They get 
service first. And they believe in service 
first to their clients. Of such stuff is lasting 
greatness. 


The Central Life Insurance Company of Illinois 
720 North Michigan Avenue 
CHICAGO, ILLINOIS 





